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Beauty and the Beast—and Sizes 


F art in its truest sense is imitation of nature, then 
what can we say for a shoe! 

We term “beautiful” a shoe on the human foot 

but too often that shoe incases a very ugly foot. A 

“beautiful” shoe might have been the instrument to 
produce the ugliness of that foot. 

Surely, the beautiful foot of childhood is changed by 
footwear so that when a girl or boy gets to adult years, 
the foot is no longer a thing of natural beauty. 

Therefore we see in this civilization of ours, beauty 
and the covered beast. Certainly this is something for 
an industry as well as all people to consider. No other 
article of apparel has such an effect on health and beauty. 
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ECAUSE of size, the majority of shoe stores make 

no net profit other than a living wage. 

the idea of multiplying sizes, with the complications of 
quarter sizes. 

The reactions of our readers have been most inter- 

esting. The first letter that came in said: “Our store 


Now comes 


is full of quarter sizes but they are not marked as such. 
Lasting is tight and the shoe is marked 
5 but in fitting value it is only 434. The substitute line 
runs full and though marked 5 is really 514.” 

“Let’s eliminate all 
W ood 
varies, materials vary when there is stretch and strain, 


Lasts are short. 


Another shoe merchant writes: 
size markings for they are only approximates. 


and feet vary.” 

Another merchant writes: “No two customers’ 
are ever alike and sometimes we find that the two feet 
So if we go into this 


feet 


of a customer can be mismates. 
quarter size business, we will fit a 5 on one foot and a 
5% on the other.” 

Another merchant, advocating quarter sizes, reports: 
“Quarter sizes will undoubtedly cause a lot of confusion 


in factories as well as retail stores, but what if they do: 
These stores and factories need to be confused. They 
are weak sisters and will fall by the wayside if their 
problem is made more difficult.” 





NCE again; a merchant who is planning to put the 

the line in says: “It will mean an increased demand 
for high-grade shoes because quarter-size refinement of 
service can only be given in shoes in the top grades.” 

Quarter sizes are not possible in sizable runs of 
shoes. It may be possible to get the mathematical pre- 
cision of last making in a few pairs; but certainly not 
through just the process of mulling and tight lasting. 
We would hate to see stocks of shoes doubled because 
of size alone. 

Anything is possible to the skilled craftsman but there 
is a very large question mark as to this need in the fitting 
of feet. 

A mathematical genius is now endeavoring to find 
ways of making the same standard measurements fit 
fewer feet by cross-study of graduated sizes; this would 
mean fewer pairs. 

Good stores do a pretty good job on sizes now and 
1/12 of a size difference is not enough to warrant new 
and immense expenditures. We have an idea also that 
this size business is going to be exploited as an advertis- 
ing stunt alone. 

Somebody has the idea on the fire now—True Size 
Marking. If the shoe sticks 41% and for extension pur- 
poses the woman is fitted with a 6%, then why not use 
the lesser size to please her vanity. Many a woman 
wearing a 6% shoe would express great glee over a 
store that serves her with a 4%. 

What we would like to know is what is this thing 
called “size” and is its symbol so vitally important after 
all. Start a fire on sizes and before long it will be a 
conflagration. There are more important things today 
than super-refinement of fitting sizes, and we would 
not like to see an industry become more complicated 


because of a subject that relatively is of small interest 


fatter) leclovens 


Editor 
















































displayed 


in this, the second of two special ar- 
ticles on the Paris openings and their 
influence on shoe styles, written by 
Marquise Vahdah de Bonis expressly 
for Boot and Shoe Recorder, the colors 
in frocks and sportswear for the com- 
ing season are set forth in detail and 
analyzed in their relation to shoe 
colors. As a source of inspiration, 
these Paris trends are worthy of the 
most careful study and consideration. 





ontrasts More Smart than 


Multitude of colorings revealed in gowns 


at the Paris fashion openings 


LMOST everybody is interested in knowing exactly 
what Paris has decided as to dress lengths and 
materials, for lengths have much to do with 

styles in shoes, colors and materials being of equal im 
portance. Summed up: 

Lengths: Sports clothes six inches below knee. After 
noon gowns of marocain or other heavy materials, half 
way to the ankle, if of chiffon, longer; soft materials to 
ankle or shorter. Debutante frocks for dancing to floo: 
in back but to instep in front. Regular dinner and 
dance frocks covering ankle. Formal gowns trailing 
Evening coats to hip, with wrapping scarves or fur 
collars. 

Colors: Sports wear, greens, blues, beiges, violets and 
the new yellow. Day frocks, black crepe de chine with 
small designs. Marocain in burgundy with white or 
beige figures. All shades of blue. All shades of green 
3eige from creme to almost brown. Gray, but more as 
a trimming. Yellow and red as trimming. Evening 
Black, black over flesh. White in crepe georgette, crepe 
romaine, satin, moire, sea-weed, moss green, lettuce, 
malacite, chromes, water hibiscus pink, mauve from 
parma violet to almost white. The pale 
colors are used only in plain materials, 
while the prints are apt to have bright 
flowers or other designs on a white, beige 
or black ground. 

Shantungs in dark 
and light colors are 
having a great run 
being shown by every 
house for sports and 
afternoon frocks. All 
the good bottiers hav 
shoe models ready in 
this material, naturall 
trimrhed with con- 
trasting kid and kid 
heels. 

For Deauville 
Maggy Rouff shows a 
wonderful collectioi 
of pajamas, some cut 
like overalls, other: 
wide trousers wit! 
4eck-in blouse; al! 









have three - quarter 
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hoes Which Matc 


coats, sunshades and bags to match. With these pajama 
ensembles wooden sandals painted the same color as the 
suit are shown; they are really lacquered and have amus- 
ing designs in gold or silver on the low Louis wooden 
heels and around the soles; vamp and instep kid straps 
bound with silver or gold hold the sandals on. They, 
it is said, will be the only type of sandals used on the 
beach at the fashionable resorts this summer. 


ITH the new pink sports or afternoon ensembles 

light beige, or beige-rosé shoes will be worn. As a 
contrast with the violet shades gray shoes trimmed with 
reptile in gray or purple will be smarter than all purple 
shoes, provided there is a touch of gray on the coat. A 
yellow crepe de chine shirt-dress had a black and yellow 
hand-knitted sleeveless sweater, and pumps of yellow and 
black silk and wool hand woven tissue, black patent trim- 
ming and heels. A white, silver embroidered tulle and 
moire ensemble with full circular skirt, short moire jacket, 
white fox collar, was worn with silver and red shoes, the 
hand woven tissue made of silk and silver threads in a 
tiny check design, with silver kid throat trimming and 
silver heels. 

With several plain moire evening dresses I have seen 
moire sandals and pumps of the same color as the dress 
with bright colored satin heels. The pastel colors for 
evening are generally worn with pumps of crepe de 
chine to match; the artificial flowers, if any are worn, 
match the heels of the shoes. 

Patou, for several seasons, has launched two flower 
shades. This year there is but one—rose opaline—a pink 
with a bluish cast. This new color appears in many 
guises. A complete ensemble, consisting of a coat of 
smooth-surfaced wool with deep collar and cuffs of gray 
[TURN TO PAGE 54, PLEASE] 
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Store << « 
Shows SHOES 


instead of Cartons 








Requests for donations are , 
a problem for many shoe “7 
merchants. Mr. Cox found , 
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Yy “My store had to be different,” 


says M. J. Cox, of Bloomington, 
Ill. And by making it different 


\ 
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Lita 





he has also succeeded in build- 


ing a business that is strikingly 








the answer by putting the 
organizations that ask for 











> successful 





them on his sales force. 
The article tells how he 
did it. 





’ | YWO things really place M. J. Cox clear out of 
the category of the ordinary shoe merchant. One 
is his method of selling shoes. The other is his 

way of advertising them to the people of Bloomington, 

Ill., and a territory covering a forty mile radius about 

the city. 

“My store had to be different,” declared Mr. Cox. 
“In arranging my store I tried to give it real metropoli- 
tan surroundings .by working it out on new and novel 
lines. The average store makes quite a display of boxes 
and very little display of shoes. This arrangement is 
exactly reversed in the M. J. Cox Store.” 

False walls have been built in which are constructed 
lighted open show windows for the display of shoes. 
The stock of boxes has been entirely concealed. The 
stock room is on the other side of the false walls and 
in the rear. The carpets, fixtures, chairs and decorations 
have been worked out on a color scheme which har- 
monizes. The general appearance of the store gives the 
customer a feeling of confidence and restfulness. 

Equipped with a store that reversed the treatment of 
the average shoe store interior, Mr. Cox bought and sold 
only high grade merchandise. He chose a slogan, “Shoes 
with a reputation from the store with a conscience.” To 
fill the first part of the bill he sells good shoes. His 
method of filling the second part brings into play the 
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second reason by which the Bloomington merchant is 
getting an unusual volume of business in the midst of 
pressing competition. 

“About a year ago,” continued Mr. Cox, “we had so 
many requests for donations from different women’s 
organizations that I thought I would try out a plan and 
it proved very effective as a business builder. I offered 
to give any organization connected with churches, schools, 
and lodges, etc., a donation of $10 if they would get fifty 
women together for a meeting and $5 additional for 
every twenty-five additional women. In return they 
were to allow me an hour in which to talk to them on 
the subject ‘What Your Shoes and Feet Mean to Your 
Grace and Poise.’ The idea must have caught fire. | 
have had requests from organizations in nearly every 
town for miles around. I would rather .talk to them in 
their own meeting place but sometimes they have asked 
to meet in the evening in my own store. 


66 NE church organization brought over fifty women 

from their town forty-two miles away to my store. 

In the evening, too. This makes me feel that it is not al- 

together a desire for the $10 donation but partly a desire 
to know the facts about proper shoe fitting.” 

Mr. Cox accompanies his talks with charts, figures 

and shoes of different types to illustrate his points. He 


Boor: aNnp SHOE RECORDER 
combining THE SHOE RETAILER, March 8, 1930 


















ra 
ay 
an 


an 


in 


fo 
SCI 
sic 
shi 
spe 
if 

the 
dec 


pre 
be 

dec 
dis 
tho 
elir 





Dis, 
up 
Coa 
cust 
tion 
The 
help 
for 
belie 
that 
with 
cart 
hin 


Boor 
combi 











refrains from using the word in his selling, 
rather referring to “type” because of the fact that the 
average foot needs careful analysis for the proper fitting 
and needs a certain type of shoe rather than a certain 
style. He has made an extensive study of foot diseases 
and irregularities. 


style” 


CCORDING to the Bloomington merchant the aver- 
age person is too prone to think only of two things 

in buying shoes—price and style. 
Mr. Cox, “neither of these should control the purchase of 
footwear as long as the customer is dealing with a con- 
scientious merchant. The main thing to do is to con- 
sider the proper fitting of the foot. 
should be crippled through an ill-fitting shoe he would 


“In reality,” explained 


If a person’s foot 


spend his last dollar to correct the crippled condition. So, 
if the proper fitting shoe costs a dollar or so more than 
the ill-fitting shoe, that should not enter into the purchase 
decision !” 

Mr. Cox believes that an educational program on the 
proper care of feet carried on by the Government would 


be a “boon to humanity.’ ‘The research bureaus,” he 


declares, “spend millions of dollars on the elimination of 


diseases and work out cures for them, but very little 


thought has been given to the proper fitting of shoes to 
eliminate hundreds of ailments which 


can be directly 
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Display niches brighten 
up the interior of the 
Cox store and aid the 
customer in the selec- 
tion of merchandise. 
These displays also 
help to sell more pairs, 
for Mr. Cox is a firm 
believer in the theory 
that customers buy 
with their eyes. The 
cartons are hidden be- 
hind the false walls. 
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ill-fitting 
Diseases of the nervous system are especially 


traced to the continued abuse of the feet by 
shoes. 
affected by this ill treatment of the feet.” 

Mr. Cox thinks that the shoe business is a profession 
and that it should have the same thought and study as a 
doctor, lawyer or any other professional man gives to 
states Mr. 
pointed out to the customers and the customers properly 


his business. “If these facts,’ Cox, “were 


fitted, the return business obtained from those satisfied 
people with contented feet would eliminate most of the 
complaint about poor business.” 

This kind of business, according to this Bloomington 
shoe store merchant, can be done only through personal 
contact. That is the reason, he says, that he is so pleased 
with the results obtained from personal talks to organiza- 
The talks are largely educational. Mr. 


tions. Cox does 


not urge his audiences to buy from his own store but he 


does find that, after he has shown his hearers that he 


knows his subject, many of them come to the M. J. Cox 
Store for fittings. 
COX tried a new way of “arriving.” He re- 


versed his store 


and direct mail 


layout. He uses the newspapers 


does it in a businesslike fashion—but he 
gets his biggest results from going out to his prospec- 


tive customers and letting them know that he knows what 


to do about their feet. 
Making the store layout and arrangement serve the 
actual purpose of selling instead of merely the conven- 


ience of the salesforce is in line with modern trends in 


retail merchandising. Experience of successful retail or- 


ganizations, including chain stores and department stores, 
demonstrates clearly that goods properly displayed to a 


great extent sells itself. Shoe stores, by and large, have 


been slow to adopt this modern idea of keeping the 


goods in view of the customer within the store as well 


as in the windows. 





WINDOWS TELL EYES . 


IN SPRINGTIME—Match, Blend and Buy , 


This window by the Leader Store in 
Marietta, Ohio, has plenty of selling 
energy in it. Shoes are shown from all 
angles. On the glass pedestals we see 

shoes and hose to blend in colors. a 


ig W 
Hosiery can play a conspicuous part in s| 
every shoe merchant’s store. The hosiery 
in this dsplay is made the foreground 
and the shades of color are so placed— tr 
















































































the darkest is on the left and graduating If 
toward the lighter on the right—each 
he shoe with its blending hose. 
7 
Anyone in the store, capable of carpenter 
work, can build the new pyramid shelv- 
ing. A change of color in each compart- 
4 ment is possible by the use of air-brush- 
ll | ing. The modern window trimmer is his 
L own best craftsman. 














One spot of color in Springtime Green 
or Canary Yellow has the effect of eye 
attraction way up the street. It tells the 
customer Spring is here. Foliage in the 
background should be used as an index 
to the season. 




















Boor 


Boot AND SHOE RECORDER combi: 
88 combining THE SHOE RETAILER, March 8, 19 . 
























WO spirited windows are shown on this page with 
our new form of window analysis. We have adopted 

this form of window study so as to bring the eye of the 
decorator right into the window. We can then explain 
the selling features of each. We can also interpret what 
effects the window decorator tried to get. 

First, to get the customer’s attention. 

Second, to focus the eye on specific shoes. 

Third, to give the blend, match and selling appeal. 

Good windows no longer consist of shoes and wrinkled 
paper. The public has been taught to expect showman- 
This necessitates a stage setting and 
a skillful use of color. 


ship in windows. 


No longer is it possible to have makeshift policies on 
They must be designed well in advance, 
sketched out and oftentimes made in miniature on the 


windows. 


every day in the week, plan to change your windows at 
least twice a week. The rearrangements of cubes and 
box standards make possible such an infinite variety of 
window displays. The initial investment, stock and car- 
pentry pays for itself many times over. What the shoe in- 
dustry needs is more and better windows. Change fre- 
quently. The human eye, trained to a movie pace, has now 
a photographic memory for detail and every shoe must be 





formed and arranged to show its 
pattern best 

Lord & 
With the 


colored boxes it is possible to get 


Study the window by 
Taylor on this page. 





and window wan 


This 


a thousand one 


changes. window has ele- 


ments of perfection 


window decorator’s desk so that the proportions will b The snake represents the ma- 
true and pleasing when the ultimate window is made. terial most used in 4 
If in your community the same people pass your store the footwear 
Look into these windows o 


and see the effects used to 
get the customer’s eye on 
every shoe—step by step— 
thus leading customers into 


the store. 
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Time for Selling Effort 


HE past six weeks have been, to ‘quote one mer- 

chant, “as dull as the average safety razor blade 
or as active as a slab of concrete.” We have seen other 
years that have had low spots in February but naturally 
they have not been as conspicuous. The case of acute 
indigestion that hit the financial world last October was 
produced by acute indiscretion in the stock market. 

Here we stand, right on the doorstep of Spring, and 
a rosier picture is lit up by the warming sun. There is 
business to be had in the next seven weeks to Easter, 
but it cannot be good business unless you go out 
after it. 

Too many men are sitting in their stores, waiting 
for things to happen. Too many stores have a ‘“‘Sat- 
urday business” plus a week of idleness. 

When a customer comes in there is no vitality to 
sell the first pair of shoes, much less an additional 
pair, some hosiery and some findings. It may be a 
human habit to let down when business is down, but 
why? 

It is when a merchandising season is off that a store 
should put in its greatest merchandising effort. So 
many of the traveling salesmen are simply “carrying 
grief” from store to store when they ought to be 
carrying an idea that will sell some shoes. 

When Herbert Hoover asks everybody in the country 
to spruce up stores, merchandise and methods, that 
does not mean to let the big industrial units carry the 
spending load but rather that every single little busi- 
ness everywhere should spend a little to freshen up 
the store and at the same time put more effort into 
service in selling. 

There is a mighty good line in Hofheimer’s (Nor- 


40 


folk, Va.) advertisement this week: “In the prosperity 
of a city, the value of a dollar is multiplied by the num- 
ber of times it is spent in that city; thus every dollar 
spent a thousand times does a thousand-dollar busi- 
ness.” 

Let’s really go to work. 


eB ty 


What Purpose—Facts 


HERE never was a time when facts were more 

important and truths hard to get. It is getting 
so that all of us, faced with any statement of facts, 
analyze the purpose of the user of these facts. We do 
it in everything—in looking behind the radio program 
to the sponsor’s selfish motive and we even look in back 
of a senator’s mind to see what “interest” is giving 
him the facts to present. 

If this keeps going on, we will come to the point 
where “directed facts,” mentally misdirected, will ham- 
string business. 

We read everything and listen to everything with 
mental reservations, in the belief that the reason they 
are told to us is because some purpose is being fur- 
thered. This purpose-conscious habit is creeping into 
everything. One of the reasons why some of the news- 
papers are shutting down on all press publicity and 
propaganda is because of this. Even the stuff that 
comes out from the Government Printing Office is 
analyzed to see whether it is sent out by those who 
have an axe to grind. Genuine news is hard to find. 

The -radio lends itself to misuse of facts for once 
uttered they can never be verified. 
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Paid by the Pair 


” the rearrangement of salaries for salesmen on the 

fitting floor, many new methods are being tried. 
some stores have, sold their selling staffs the idea that 
the salesman is in business for himself on the fitting 
floor. Therefore drawing accounts have been reduced 
to an absurdly low figure, really only a sum of money 
sufficient to cover the housework activities of the 
salesmen, keeping stock in order, sizing in, etc. Then 
the salesman is given a definite number of cents per 
pair sold. The sale is everything—the service only 
something to help get the immediate money. 

or example, if it is ten cents per pair, the man 
must sell one hundred pairs to make $10.00, plus the 
$5.00 that he gets for his stockkeeping work, makes 
his salary $15.00 a week. Some weeks he will go over 
that figure but most of the time he will go under. 
The rest of his income is made from findings, hosiery, 
accessories and P. M.’s. 

Here’s where the rub comes—in the P. M.’s. Sev- 
eral salesmen in a store were conniving as follows: 
“Let’s lay off this line for ten days and then we will 


ciently—not only to sell well but to bring a cus- 
tomer back again. A retail shoe salesman, if he knows 
his business, is worthy of his hire. 


a a te 


What Basis for Business ? 


ISITING many shoe stores, our field editors have 

an opportunity to sense almost at a glance the type 
of foundation upon which each business is built. It is 
so easy to discover whether a business is built on good 
shoe fitting and good floor salesmanship or whether 
the business is built upon price and quick profit or 
maybe style alone. 

But a shoe business, to continue to be in business, 
year in and year out, must have a service foundation. 
Relationships of that store with the rest of the stores 
in town are not on price competition, not on flash style 
—but on all-around service. The best store is the 
one that is in tune with its community, carrying prices 
in the grades that the community can absorb and giving 


a degree of service that is constant and intelligent. 






vet a P. M. on it.” 
saying that a floor salesman 
is able to do that very thing 
with a considerable loss tc 
the store itself. 

As one merchant puts it 

“some retail shoe sales- 
men think that all a shoe 
consists of is an upper, a 
sole and a P. M.”’ 

There is a need for real 
wisdom and a study of 
average living wages if the 
man who contacts the cus- 
tomer is to do his job effi- 


It is pretty close-to the truth in 










































—Good News— 


“We wish to take this opportunity 
to compliment you on the value of 
the Recorder. We value it very highly 
and this magazine is read from cover 
to cover every week. It helps us to 
know what folks are doing and gives 
valuable ideas and information which 
can be applied to every shoe business. 
The writer has been a reader of the 
Recorder for the past twelve years and 
without it something would be miss- 
ing.” 

R. O. SOMMER, 
Modern Shoe Store, 
Rhinelander, Wis. 


* * *& 










In selling quality shoes for the family, 
you put into your business a spirit of 
service to the entire family. We, in pub- 
lishing the Boot aNp SHoE REcOoRDER, 
endeavor to encourage the family of in- 
dustry and to give to every member of 
it that common feeling of being a work- 
ing member of a great craft. The Rr- 
CORDER goes to stores large and small 
and expressions such as yours as to our 
usefulness fills us with the pride of fur- 
ther accomplishments. 


Sut Tete 


ee 


President. 


Such a store can do without stunts and opportunism 


Such a store asks a price 
that gives a profit over cost 
of doing business. 

One of the outstanding 
merchants of the country 
writes: “Shoes are retailed 
at the same mark-up that a 
handkerchief carries. There 
is something more in ser- 
vice in a shoe and_ that 
something plus warrants 
better mark-up.” Buying a 
shoe is buying merchandise 


and expert service. 
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They Have the Money— 


You Have the Goods— 
Get Together ! 


HE national wealth of the United States in 1928, amounted to 

$360,000,000,000. According to the estimate made by the National 

Industrial Conference Board, it rose to nearly $400,000,000,000 in 
1929. 

The term “national wealth’ represents the tangible, physical assets of a 
very wealthy country. The national wealth per capita in the United States 
in 1928 was $3,000. The highest per capita wealth is to be found in Nevada 
—the lowest in Alabama. 

At a recent meeting, presided over by A. C. Pearson, Chairman of the 
Board of the United Publishers Corporation, Colby M. Chester, Jr., president 
of the General Foods Corporation, told the members of the Merchants’ Asso- 
ciation of New York that this nation produced 70 per cent of all the oil: 
60 per cent of the wheat and cotton; 50 per cent of the copper and pig iron 
and 40 per cent of the lead and coal of the world’s output—that our bank- 
ing resources are 2/3 of the total resources of the earth and that our pur- 
chasing power is greater than that of 500,000,000 Europeans. 

The most startling statement that Mr. Chester made was that our present 
national wealth of $400,000,000,000 will rise to 1,000 billions before men 
now living pass on. He estimated the national income at $90,000,000,000— 
that food takes 26 per cent of this income and the textile industry 11 per cent 

We would estimate that the shoe and hosiery business takes about 2 pet 
cent. 

No people on the face of the globe have the appetite for things that 
Americans have. They have a capacity for wanting the goods and the in- 
clination to go out and make the money to get them. 

No season of the year has more “gimme” in it than the months of 
spring. This spring marks the greatest fight for the American dollar in 
a decade. The store that depends only upon its Saturday business to 
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maintain itself will find no net profit possible, for ten 
hours of selling will not compete with other industries 


that put in forty to fifty hours of straight selling 


effort. 

There never was a time when shoe merchants should 
put more effort into getting customers than now. The 
American public has the “gimmes” and can be sold 
shoes first. Let the other and more expensive things 
come later. There are a thousand and one contacts that 
can be made with customers outside of the store. Direct 
selling solicitations can be made outside of the store by 
personal contacts of the merchant and his clerks with 
the possible customers in factories, shops, stores and 
even homes. 

The next dollar offensive must be made in going out- 
side the store to bring the customers in or in moving the 
goods from the shelves to the customers by personal 
selling outside the store. 


HE new problem requires immediate study of the 

demands of the consumer by thorough and syste- 
matic means. The phrase “Consumer Demand” appeared 
and manufactured goods were produced in accordance 
with the demand of the market rather than trying to 
force the market to accept the products which manufac- 
turing industry believed they should buy and use. Hand 
to mouth buying continued and industry again adjusted 
itself to new marketing conditions. 

The demands of the people are ever changing. Indus- 
try, today, must have a finger continually on the pulse 
of the people to feel the first indications of change and 
immediately accept and meet the conditions of demand. 
Industry must again turn to the science of engineering 
for the exact principles and methods necessary to secure 
maximum results in minimum time. Research on con- 
sumption and distribution are two powerful weapons. 

A research on demand must necessarily start with the 
people. How many are there, where do they live, what 
are their ages and sex, what is their earned income, what 
is their demand for goods and services and who is manu- 
facturing to meet that demand? Is the present produc- 


tion sufficient to meet present demands? These ques- 
tions must be answered if any study of demand is to be 
made complete. Any merchant can make this study, any 
group of merchants can have it made. Why not find 
the facts prior to the Easter selling season. 

The census of 1930, when published, will answer all 
of the questions about the people themselves—their de- 
mands will have to be studied independently. An esti- 
mate of the total population of the United States for 
1930 shows 121,500,000 people. 

Population figures present an opportunity to industry 
They can be used to determine whether or not the pro- 
duction of a given commodity is keeping pace with the 
growth of the population. 
as to whether production should be increased or de- 
creased. 


A determination can be made 


In fact, these figures form the very basis for 
any study on distribution or consumption. Accurate 
figures from the United States Department of Com- 
merce furnish an historic record of the growth of the 
population in all of its many divisions. 
properly used, classified and related to distribution over 
a period of years, will give a basis for comparing popu- 
lation growth with production growth and consumption 
of goods produced by that growth. 

Many a store traces its growth and success to the fact 


These figures, 


that its proprietors were wise enough to locate in the 
midst of a growing community. Such a store has but 
to adhere to sound business principles and wait. Growth 


of population and increasing prosperity do the rest. 











Who Are Your Customers? 


Age Average 
Distribution Per Cent 
by Classes 1920 1930 of Total 

Total .. 105,710,620 121,500,000* 100.0 
Under 5 11,573,230 14,094,000 11.6 
5 t BM... 22,039,212 25,758,000 21.2 
15 to 19 9,430,556 11,542,500 9.5 
20 to 44 .. 40,555,543 46,656,000 38.4 
45 and over 21,963,381 23,206,500 19.1 
Unknown . 148,699 243,000 0.2 


*Estimated figures; others actual 
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Adventures in Merchandising 
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“ LMER, I trust you will pardon my modesty, enoinc . S i 
but the stock-recording system I am about to i | 

. : G : MON 2| |2!/ mie 

explain to you is, to speak conservatively, | | | | 

simply the best in the world—and no less.” Charley TUES /\) /| | 
Bowman ended his speech with a dramatic bow. “1 tal | 

5 : E é WED l [ |_| ! 

Klmer Young, an old friend of the Bowmans, had | | | 
come up from Fairfield to spend the day. In common THUR a} |/ M4 ‘| 
with all other shoe retailers, he was feeling the neces- - ili lal ala | 1 
sity for a more detailed knowledge of his business. He | | 
realized that if he would stay in the business procession, SAT A\3'A\/) 13) |/) / | 
he must continually find ways to eliminate mistakes. bt 4 

? 7 a pe RECEIPTS Z 

“The best is none too good for me,” Young answered, 
ne i es a . = Fi try |X Nal ®) NW EN N] 
although it is often too expensive and too complicated. = 

“R ene ‘ r P x. " oa . WW 9 ly \ y 

ut this system is both cheap and simple. It is the WD S Ns 

igeF pantie ware 7 ae SSS) 9) 15) 9) 
basis of our buying budget. To buy intelligently we STOCK | 
must first know accurately what we have sold. 

“Now, let’s look at our Stock Sheet (Fig. 1),” 





Charley continued. “It is a loose-leaf sheet, 11 x 17 

Fj Above—This Stock Sheet gives the 
, p : ; ‘ complete history of one style, showing 
April 4, you see, we received 48 pairs of this style which weekly sales and stock on hand as well 


— T “ Se a _ as price changes and P.M.’s. It has 
we called No. 841 because it was an $8.00 shoe. Later tums ter tot ced ceca. The on 


inches, with space for two year’s history of one line. On 


24 pairs came in and then 9 more on May 22. These tual net mark up can be computed 
: : . oe P easily from this information. 

receipts are duly entered, with cost and lining numbers, lceetite Waedis Mies teak 

on the right. They are also recorded in the ‘receipts’ complicated, but is easily understood 

oy j look lly. It gives weekly 

column, to be added into the stock at the end of the 5 pet See cone 2° gpalhn yypece 


sales and stock on hand of each ma- 
week, terial in each price, high and low heel. 
The rate of turnover attained by each 


The daily sales are entered direct from the sales heatiae aud aaah teles te dive suena. 


checks and returns are shown by a dash (—). The im- Middle—To find the rate of turn- 

. . ea 3 over, locate the stock on hand down 
portant information is in the two lower cross columns. the left hand colame end the weebly 
You see there the stock on hand at the end of the week, sales across the top. Where these 


two lines cross is the rate of turnover 
per year. This applies to any unit, 
dollars, dozens, cases or pairs. 


Totals Sheet 


Satin 


and the sales for that week. It’s a perpetual inventory. 
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Accurate STOCK RECORDS DECREASE MISTAKES. To buy intelligently you must 
first know what you have sold. Stock records should serve two purposes, to help you buy 
next season and to help you sell this season. Here is a system that accomplishes both. 









STOCK SHEET NUsmE NUMBER 


=? S4/ 


1930 







MFR C 0a LL 7. oc/ 










waren _/o_Caee XK 


_pLlewyg < - .5 ° 





PATTERN _ 










DATE REC'D PRS. cost SELL LINING NO. 


2/33 

















| | \ 
PRICE CHANGES 


PRICE rM., 





DATE 













““Now look over here under “Price Changes.”” When 
our July sales came on we saw we had 34 pairs on hand, 
so we reduced the line to $5.95 and sold 12 pairs that 
week. Then on Aug. 1 we raised it back to $8.00, with 
a 50 cent P. M. It was pretty slow for a couple of 
months, so on Oct. 7 we lowered the price to $6.00 and 
left the 50 cents on. It still hung on, so we cut it to half 






att 
weekly selee x + Stee! 








Rete of turnover 
price in January and closed it out. 


“Pardon my going into details like this, Elmer, but 
Totals ale ‘ 
Hi Heel - Upper 
Lo Heel - Lower 






Grand Totals 


Hig, lo Heels 


stock recording is nothing but detail and must be done 
right. Look here. During the week of July 27 there was 
a pair returned, with no sale that week to offset it. You 
must not add it to the stock that week, but must carry 1t 
over (C. O.) till a sale is made to cancel it. If you 
added it to the stock, your total sales would finally be 
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Jon larger than your receipts. Every return must cancel a 







/ 


sale. | 
4077| 228 


“You see that figure 8 in a circle? That means we 
counted the stock on Oct. 31 and had 8 pairs on hand 
instead of 6, due to some previous error. So we cor- 
rected the book to make it agree.” 

[TURN TO PAGE 82, PLEASE] | 
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Billy Rogers—Shoe Merchant 


By HAROLD WHITEHEAD 


ACK BRINSTEAD had been figuring for 
an hour when he turned to Billy and said. 
“T’ve been checking the sales of children’s 
shoes for the past three months ; the three months 
since we had the Teddy Bear parade. Guess what 
the result is.” 

“Haven't given it much thought,” Billy said. “I 
should say we’ve doubled it at a guess, I know 
I’ve had to fill in a lot, it seems as though every 
day I’m ordering children’s shoes. What’s the 
answer ?” 

“Better than that, we’ve done a little more than 
three times as much as for the corresponding 
three months of last year. I think it’s great, 
don’t you? It shows that it pays to specialize 
on something; individualize the store as uncle 
would say.” 

Billy recalled the emphasis that Professor Brin- 
stead had made on individualizing the store. He 
was getting more and more respect for the keen 
judgment of the old professor. 

June looked up from the books she was working 
on and added. “And the beauty of it is that the 
women’s trade is up very nicely, thank you, for 
the past three months also—that is compared with 
the corresponding three months of last year. 
Men’s trade, however, has fallen off a little; not 
very serious, but enough to notice.” 

Billy looked from Jack to June with pleased 
surprise. “Gosh, we’ve got a real statistical de- 
partment, haven’t we? Tell me why the men’s 
trade has fallen off, and any other little piece of 
news your figures show.” 

June gave a solemn and exaggerated wink to 
Jack -Brinstead and asked, “Shall we let him in 
on the inner secrets of his own business or shan’t 
we?” 

Jack frowned, pursed his lips and with an air 
of condescension said: “He might as well 
know all.” 

“Very good, Dr. Watson. I will proceed to 
propound. Mr. Rogers, your statistical depart- 
ment at great expense of brain and time, has 
made the following discovery. Business has im- 
proved very much in the past three months. We 


46 


Business Consultant 









—that is, the tall freckled object sitting on my 
right, and myself—have pleasure to announce 
that on account of the aforementioned improve- 
ment the expense per cent to sales has declined. 
While our expenses were originally figured on 
planned-for sales of thirty thousand a year, the 
rate of sale at present would bring us up to forty 
thousand for the present year. This increase re- 
duces the percentage of fixed expenses to sales 
by 25 per cent.” 

“Not only that,’ Jack interrupted, “but our 
other expenses are less proportionately. In fact, 
Billy, instead of you making a net of 3 per cent 
on‘a one point seven stock turn, you are now 
making at the rate of 7 per cent on a two time 
turn.” 

“T got that,’ Billy said slowly, “but of cours« 
that’s only if we keep up the same gait for the 
next nine months. Now what I want to know, is 
why the increase in business and is there anything 
we can do to make it even better. Also, why have 
the sales on men’s shoes fallen off.” 


UNE looked with surprise at Billy ; she could 
not get used to a logical cautious Billy ; a Billy 
so different this past few months from the Billy of 
the early days of his experience as a shoe stor 


proprietor. As though to answer her thought- 


Billy went on: 


“You know, you two, I feel just as tickled a: 


you do over the improvement. A. few month: 


ago I should have let out three rousing cheer: 


and let it go at that. But lately, I’ve figure: 
things out differently. It isn’t enough to know 
what’s happening, we must know why as well 
Also, I want to give more thought to trends. 
“Now I can understand the increase in th 
sale of children’s shoes. We have gone afte: 
the business properly. Jack has done such a dam: 
good job at it, too; he’s the most popular gu) 
in town with the children. That Teddy Bea: 
stunt was a winner, it gives us a lot of publicit) 
which we have had sense enough to cash in on an: 
to keep up. I’ve plugged. bard to build up th: 
women’s trade. The mothers come in with th: 
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Billy and Jack go after the men’s trade in 


Professor Whitehead’s absorbing serial of the 


retail shoe business, now nearing its conclusion 


kids so it is easy to get ‘em interested in shoes for them 
selves. That might account for that improvement. But 
we have just as good a line of men’s shoes as we evet 
had; better I think. Yet we've lost ground there. What 
we've got to find out is why we lost it and who's got it.” 
For the first time in her life, June felt that Billy was a 
big man. Of course she always loved him and thought 
him mighty smart. But she felt small compared to him 
at this moment; and she had to admit that she didn’t 
relish it. “What has come over him?” she asked her- 
self for the hundreth time. \Vould she become less im- 
portant to him? she wondered, almost in a panic. Up to 
now Billy had leaned on her for help, encouragement 
and advice, but now he seemed self sufficient, and able to 
think and act, not only for himself but for the others 
She gave a little sigh and then said: “One thing that 
has helped is the concentration of buying. You buy from 
few concerns compared to what you did when you opened 
[TURN TO PAGE 86, PLEASE] 
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The Story Thus Far: 


ILLY ROGERS wanted to own a shoe 
store. He had $17,000 and some prac 
tical experience acquired as a salesman in 
Parker’s Shoe Shop. George Morland was 
willing to sell his store for $22,000. Act- 
ing on the advice of June Solent, Billy con 
sulted Jethro Blunt, president of Fretton 
National Bank, and the latter scanned the 
figures on Morland’s business. Billy de 
cided not to buy Morland eut and after 
consulting his former boss, Parker, decided 
to launch his own business. He picked a 
promising location, acquired a stock and 
opened his store. Billy’s competitors made 
trouble by cutting prices. Getting his stock 
down to a reasonable figure was his next 
problem. He hears a talk at the Chamber 
of Commerce on retail merchandising and 
later confers with the speaker, Professor 
Brinstead, on his own problems. He de 
cides to dispose of his dead stock at any cost 
and finally sells the surplus merchandise in 
Boston, but at a staggering loss. Later Pro 
fessor Brinstead invites Billy to dinner and 
suggests that his nephew, Jack, 
join Billy in the shoe business 
Billy reacts favorably to the 
idea. He meets Jack Brinstead 
and they arrive at a temporary 
working arrangement. A chain 
leases a store adjoining Billy’s 
and opens with a flourish, while 
Billy’s trade falls off perceptibly 
from the new competition. Ways 
and means of making Billy’s 
store a headquarters for chil 
dren’s shoes are next consid 
ered. Prize contests and a 
Teddy bear parade arouse a lot 
of interest on the part of the 
kiddies. Billy and Jack en 
deavor seriously to analyze thei: 

business 


* a 


Billy looked from 
Jack to June with 
pleased surprise. 
“Gosh, we've got a 
real statistical de- 
partment, haven't 
we?” he exclaimed. 




















HIS season the 

woman not only wants 

pumps but she de- 
mands two and three differ- 
ent ornaments to _ contrast 
her costume. Astounding 
tales are told up and down 
the Avenue as to the neat 
little profits realized on mesh 
and bowknot buckles. One 
keen merchant has added 
chrystophrase in lobster 
pink, jade green and topaz 
as loops to the mesh base, 
pricing the ornaments at 
$6.50. 

With the $16.50 pump one 
would suppose that the cus- 
tomer would perhaps select 
one buckle for occasional 
wear, but that is not the case. 
Two and three pairs are sold 
to one customer. The pump 
plus the buckle and the bag 
to match is the average sale 
in the smart specialty shoe 
shops of Fifth Avenue. Farther up the Avenue the 
bowknot and the three pearl clusters are selling heavily, 
in bronze, gunmetal and black. 

The large cut-steel buckle and even the leather bow 
seem to have given way to these dainty little bowknots 
with their clever touch of color, which is carried through 
into the bag ornament. 

Every season some oustanding merchant offers pumps 
and a choice of fifteen differently styled ornaments at a 
price. Needless to say a great increase in business is 
obtained, which in many cases enlists a steady customer. 

If the pump last has been sufficiently studied and you 
are satisfied that the proportion fits the average foot, 
familiarize the customer with the name of the last in a 


semi-casual way. For example, “This is our new 651 





umps—Plus the Extra Profit 





How the shoe merchant can cash in on 


the prevailing popularity of opera patterns 


By MADAME HAMILTON JEFFRIES 
Fashion Editor, Boot and Shoe Recorder 


last and we think it the 
most satisfactory one we have 
ever sold.” The patron, 
hearing the “651,” stores this 
number in her subconscious 
mind. The next time she 
wishes to buy pumps _ she 
thinks of the number or she 
speaks of it and thus fastens 
in the mind of the clerk the 
fact that 651 is suitable for 
that type of foot. 

It was cited recently by a 
style chain executive that it 
was not rare to have women 
buy twelve pairs of pumps 
and submit dress swatches 
for dyeing, the same being 
true in sandal models. 

The suggesting of various 
ornaments for shoe decora- 
tion should be handled in a 
very careful manner. After 
a clerk has decided that the 
customer is about to buy the 
pump he may show a few 
ornaments and explain that many of his patrons have 
found in these ornaments a clever way to change the 
appearance of a shoe. Another approach is that orna- 
mented pumps complement the stylish batiste blouses. 
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CONSTANT COMFORT 


® 


No. 678—Black Kid One Strap Outout 
Pump, 13/8 Rubber Heel. In- 
stock Auburn B to E. Price 
$2.65. 


No. 278—Same style slightly broader 
toe last. Instock St. Louis A 
to D. Price $2.65. 


CONSTANT COMFORT 





No. 387—Black Kid Two —. Sandal, 


Leather Quarter Lining, 12/8 
Rubber Heel. Instock Auburn 
A to EE. Instock St. Louis 
A to E. Price $2.30. 


No. 686—Similar style in One Strap, 
Leather Quarter Lining, 11/8 
Rubber Heel. Instock Auburn 
and St. Louis B to E. Price 
$2.25. 


CONSTANT COMFORT 


No. 112—Black Kid Two Strap Sandal, 
similar to No. 887, Drill 
Quarter Lining. Instock Au- 
burn and St. Louis B to E. 
Price 00. 


No. 111—Black Kid One Strap Sandal, 
9/8 Rubber Heel. Instock Au- 
burn © to ED, St. Louis B to 
BE. Price $1.90. 


AUBURN, ME. 
(Factory and In-Stock Dept.) 


Ss) 











1930 Will Reward 
the Resourceful Retailer 


A resourceful retailer is one who does not 
allow any opportunity for making additional 
profit to get by. Right now your greatest 
opportunity for profit is in stocking a com- 
plete line of Constant Comfort turns to 
round out your lines of welts and McKays. 


You don’t have to sell Constant Comfort 
turns in competition with other lines. They 
are light, comfortable, and stylish. They 
have a flexible, nine-iron sole, a steel arch 
support, and are made on Coordinated Lasts 
and Patterns, which insure sample size fit 
and appearance in every size and width. 


Constant Comfort turns will give you an 
extra profit because many sales are extra 
sales—thousands of women can wear no 
other kind of shoe but a turn. Don’t over- 
look this great market. Sell women the shoe 
that has been advertised from coast to coast 
with the slogan, “A Foot of Comfort Means 
Miles of Happiness.” 





AULT-WILLIAMSON 


SHOE COMPANY 


TURN SHOE SPECIALISTS 


(In-Stock Dept.) 


ST. LOUIS, MO. 
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Clean Merchandise 


Nosopy wants to buy shoes that have become soiled or marred 
in handling. Why jeopardize the sale of a pair of shoes when you 
can make them presentable to your customer by cleaning or polish- 
ing them in a jiffy on the Shoe Cleaning Machine — Model A. 


This motor-driven machine will accommodate two cloth or yarn 
brushes or a combination of each as desired. The motor is belted 
directly to a grooved driving pulley on the shaft carrying the brushes. 


Set up this simple, compact machine in your stock room and con- 
nect it up with the nearest electric light socket. The Shoe Cleaning 
Machine — Model A, is now standard equipment in all up-to-date 
retail shoe stores. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





Auburn, Maine............... 108 Court Johnson City, N.Y............ 276 Main New York, N.¥....... 2.2, Warren 
i cccewenaibitell 93 Centre be ERE 306 Broad Philadelphia, Pa........ 221 North 13th 

cago, Iill.........--. 8 South Market | arlboro, a 11 Florence Rochester, N.Y.............. 130 Mill 
incinnati, Ohio ........... 407 Gilbert Milwaukee, Wis............. 258 Fourth St. Louis, Mo.......... .... 1423 Olive 

1 New Orleans, La.......... 216 Chartres San Francisco, Cal.......... 859 Mission 





Machine is usually equipped 
with Climax Brush No. 4642 
of cloth, and No. 197 
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Riding high—on the 
crest of popularity! 





The MAYFLOWER 


14/8 Cuban Heel 


No. 821—Black kid with leather heel and rubber top lift............0000..00+ $3.35 
No. 821-3—Black patent with leather heel and rubber top lift ............... 3.35 
No. 821-4—Brown kid with leather heel and rubber top lift................-. 3.50 
No. 885-11—White cabretta with covered wood heel ............. seeeseeeeees 3.85 


IN STOCK—SIZES 3 to 9 
Auburn, Maine Cincinnati, O. 
AA to E AA to D 


Tailor made 
fit at ready 
made prices! 


They actually 
look double 


their price! 





ALFRED J. SWEET COMPANY 


(WAREHOUSES) AUBURN, MAINE 


CINCINNATI, OHIO 


P. O. Box 37, Station V 
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Now—in the Larger Sizes— 


ELAMWAY 


(Cemented Soles) 


FOOTWEAR 


No Tacks! 
No Nails! 
ELAM No Stitches! 


ELAM 
6m P () SOLES Perel OFF! 6m Pp () 


Trade Mark Flexible and Trade Mark 
Comfortable— 
Smooth Tread 





INFANTS’ 2 to 5 CHILD’S 5 to 8 LARGER CHILDREN’S 83 to 11 





OU’RE going to like ELAMWAY Shoes in the larger runs, made in Factory B 
(Byron Elam, Manager) just as enthusiastically as the Infant’s ELAMWAYS 


you've sold with so great success. 


Illustrated herewith is a Child’s ELAMWAY, which all 
prominent wholesalers can supply you from STOCK in 
5 to 8 and 8¥4 to 11. If your Jobber hasn’t them yet tell 


us. Prompt attention! No: we don’t sell the retail trade. 


Prices to compete with all other types by using the Meco 
Lasting Machine and ELAMWAY Process. 





No. 4551—Pat. buckle strap cut out 
vamp, 5-8; 814-11; Elamway. 





Ye Olde Way The Elamway 





You ee wax You gag gee yr mew Fagg end lin- 
F. S. ELAM SHOE CO., Inc. 
TWO LARGE Manufacturers at Rochester, New York .~ FACTORIES 
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Profit News 


For the Spring rains the Oxford Gaytees 
offer an extra profit to any retailer. Just 
a ‘suggestion to buy when leather shoes 
are being purchased rings up “another 
sale.” 


From Paris 


















Mada mie 
Jenny, one of 
the leading 
Parisian cou- 
turiéres says: 
“Footwear is 
subject to the 
same _ rules 
which = govern 
the selection of 
other accesso- 
ries. The smart 
woman’s foot- 
wear will al- 
cs ways harmonize 
SOKO = 
A senieanggncn of the en- 
semble.” 





Many retailers have been using definite 
plans to sell storm footwear as a part of 
the ensemble to their own profit advan- 
tage. They have ceased selling protec- 
tion alone and are selling style. They have 
realized that the American woman is in- 
terested in smart foot appearance and 
that stormy day smartness is the last 
touch, and is especially a mark of style 
discernment. 


Style selling has always meant the op- 
portunity for profit. Protection selling 
alone, on storm footwear, meant price 
selling and no profits. 


The bare statement that a line is stylish is not enough. 


You must have an authentic reason why it is stylish. 
the leading French Designers . . . . have in fact been accepted for display in their salons. 
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The correct use of the new Oxford 
Gaytees as part of the ensemble is 
shown by this attractive debutante. 


She has chosen, in this instance, 
the darker color to harmonize with 
the trimming of the coat rather 
than the coat itself. 


More attention is being paid by 
the American woman to storm foot- 
covering than ever before. 


The new Oxford Gaytees are just 
one of the many Gaytees offerings 
for Spring and Fall. 


58 






Choosing Fabrics 
The first temptation in choosing fabrics 
for Gaytees is to pick those which are 
popular in suits and coats. This must 
be taken into consideration, it is true, but 
many times such fabrics are unsuitable 
for storm foot covering. They may be 
too cumbersome or stiff to handle in 
footwear. 


Gaytees fabrics have been especially 
made, and for this reason our contacts 
with Paris and other style centers is an 
important factor which every retailer 
appreciates. When we make up a fabric 
we can’t guess we must know 
that it is correct. 





Fitting Reminders 


The new lasts on the all rubber Gaytees 
are a distinctive triumph in shoe making. 
A neat, trim fit is assured. Notice this 
particularly when examining the 1930 
Gaytees Line. 








Gaytees have met with the approval of 























In the Limelight in Texas 











Newly elected officers of the Texas Shoe Retailers Association. Left to 


right: 
fourth vice-president ; 


Taylor, Fort Worth, secretary-treasurer; 


Carl H. Mueller, Austin, president; T. M. 
Cc, #. Reed, Abilene, first vice-president; 


Scoggins, Houston, 
W. B. 
W. A. Harris, Fort Worth, 


third vice- -president 





Contrasts More Smart Than 
Shoes Which Match 


(CONTINUED FROM PAGE 35) 


fox and a crepe de chine dress, is en- 
tirely developed in this new shade. 
With this ensemble gray antelope and 
lizard pumps are shown, the gray 
matching the fur in tone. This same 
pink is used to trim black and navy- 
blue afternoon frocks, with which 
black or blue pumps with tiny insets of 
pink lizard are shown. 

For evening, depending upon wheth- 
2r the gown is for formal or informal 
wear, Patou uses printed chiffons, 
georgettes, flowered taffetas, moiré, 
satins or bilitis, an elaborate lamé-like 
fabric. Bilitis will also serve as a new 
material for short vamps and heels of 
summer evening shoes. 

Molyneux, rated as one of the most 
important houses, uses, like all the 
others, practically every color of the 
rainbow, but he is specializing in dark 
brown evening and dinner dresses as 
well as those of the lighter tobacco 
shades. These are all of the light 
weight materials, such as chiffons, 
georgettes and tulles. Shoes a shade 
lighter than the dress, of crepe de chine 
and satin combined, or of a brilliant 
lamé and crepe de chine are shown with 
all the brown dresses. A few had 
beige crepe de chine pumps with gold 
heels and throat borders, tiny flat bow 
on the outside vamp. 

Cyber uses much white for sports 
wear, and a great. deal of shantung in 
pastel shades with white dots. For all 
these ensembles, Madame Cyber can 
see only white shoes, as she insists that 
it is impossible for a woman to have a 
pair of shoes to match every sports 
frock. The evening dresses at this 








house follow Greek lines, modified of 
course to suit modern habits, which 
means that the flowing lines of the 
original model remain with the bulk of 
the draperies cut away, leaving a long 
slender line reaching almost to the floor 
and often completed by a narrow train 
carried by a loop on one finger. There 
is much white shown for evening as 
well as pale tones of pink. Pink, crepe 
de chine, silver trimmed sandals, made 
on Greek lines with modern toes and 
Louis heels are the correct thing for 
the pink frocks, while all silver kid are 
suggested by Madame Cyber, for wear 
with the white frocks. The tweed 
sports clothes must have antelope, rep- 
tile or plain calf shoes in a color to 
match or contrast with the ensemble 
color. 


QUISEBOULANGER, whose ideas 
are always to be counted upon as 
an indication of what lesser houses will 
copy, has launched many new lines: In- 
stead of the princess she substitutes, 
both for day and evening, the obviously 
tied-in figure in many variations, al- 
though always with the suggestion of 
ease and comfort. Her bodices, long 
tunics, dresses and short and longer 
coats are bloused almost invariably and 
frequently to such a depth as to conceal 
the belted line. Her belts, except in a 
few tailored garments, are, more prop- 
erly speaking, girdles, many-of them of 
the half-handkerchief shape and tie 
softly without clasps or buckles. The 
evening skirts are in keeping with this 
a drawn-in figure. 
While the feet are much less on view 





than for several years past, the long 
full skirts do not at all conceal them, 
and the heels of shoes are a most im- 
portant item in the spring mode. Many 
of the newest evening shoes are of the 
same material and color as the frock 
with contrasting heels. While nothing 
has been shown in the way of novelty 
heels, it seems that there is talk of 
reviving them in gold filigree, rhine- 
stone and all colored semi-precious 
stones to be studded in the satin, or 
whatever material is used. 

Worth, the last of the important 
houses to show to the press, gives many 
examples of new color combinations in 
dresses and the proper shoes to be worn 
with them. A brown antelope coat 
reaching to the hem of a short brown 
and white tweed traveling suit, has 
tailored collar, large patch pockets and 
wide belt; the buttons are of plain 
matching kid embroidered with tweed. 
The shoes worn with this suit are of 
antelope and kid, pump model with the 
antelope predominating; the outside 
vamp is of kid with scalloped antelope 
appliqued and passing over to the in- 
side vamp where it joins the sole; out- 
side shank and quarter of antelope cut 
in one with the vamp applique; inside 
quarter antelope, shank kid; kid heels. 
(See illustration.) 


A SLE (light pastel) flannel tennis 
suit, has long double breasted coat 
with patch pockets, belted back, and 
plain flannel dress with sunburnt back, 
and V front, short cap sleeves; blue 
flannel beret, and the most attractive 
tennis shoes the writer has ever seen, 
they are made of Panama in blue exact- 
ly matching the suit, with saddle strap 
lacing on the instep; seamless and tip- 
less they are bound throat and straps 
with matching kid and have rubberized 
cork soles. A pink shantung is made 
along the same lines and has pink 
Panama shoes. 

Panama, according to Madame Ju- 
lienne, who makes the shoes shown by 
Worth, is the newest and smartest 
thing for tennis and beach shoes. It 
comes only in white, but can be dyed 
to match any color costume. Short 
colored silk socks are shown with the 
tennis shoes. 

A white evening ensemble is entirely 
embroidered with straw on chiffon, 
white ground with pale yellows, black 
and natural straw colors. The shoes 
are of white crepe de chine with black 
heels and vamps embroidered straw. 
A white moire evening frock has hip 
yoke stitched with black, above that a 
black stitched girdle, and falling from 
the lower part of the hip yoke on left 
side, a long black velvet bow. Black 
satin cut-out sandals, silver trimmed, 
are shown with this frock. A short 
black velvet coat with silver fox collar 
completes the ensemble. 

The newest material for dressy after- 
noon shoes is a dull satin and is called 
“LASTING.” Julienne shows it in 
black trimmed with black patent, pump 
models with shank and vamp bands 
ending in a tiny throat buckle, patent 
heels, or lasting vamps and_ shanks, 
patent quarters, throat bound patent, 
binding passed through small buckle at 
center throat, and patent heels. This 
material, which Mme. Julienne says is 
better wearing than the shiny satin, is 
cool for summer, and as it comes in all 
colors, it can be combined with kid or 


[TURN TO PAGE 97, PLEASE] 
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Liberal Buying by Retailers from 
Resort Towns Was Note- 
worthy Feature of Atlanta 
Convention—Mark Silvers 


Elected President 


a a & 





Tom Johnson and Miss Betty Glover Selecting Models for the 


of the Savannah Shoe Trades Association, was 

elected president of the Southeastern Shoe Re- 
tailers’ Association at the close of a two-days’ session 
here today. 


\ TLANTA, Ga. (UTPS)—Mark Silvers, president 


Other officers elected were as follows: J. Nick Jones 
of Montgomery, vice-president for Alabama; Oscar 
Thompson of Atlanta, vice-president for Georgia; M. L. 
Cowan of Miami, vice-president for Florida; M. A. 
Condon of Charleston, vice-president for South Carolina ; 
Harold M. Steele of Atlanta, secretary, and Herman 
Rich of Birmingham, Ala., treasurer. 

The outstanding feature of the convention was not the 
meetings, the addresses, luncheons, style shows or din- 
ners, but the substantial orders placed, both reorders and 
original commitments of new shoes by those merchants 
coming from the resort sections of the South. These 
merchants were out in full force and had their buying 
clothes on. 

Cities where business has been at its best were, of 
course, represented the heaviest. Miami buyers were 
spending the most money. It was noticable that they 
were reordering heavily on all types of sport shoes, par- 
ticularly on black-and-whites and tan-and-whites. 

It appears that reorders on linens are decidedly spotty. 
In a good resort town like Augusta, Ga., linens did not 
move perceptibly, while in some of the resort towns in 


central and southern Florida some individual merchants 
have had remarkable sales on them. Merchants from 
the industrial and agricultural communities were, for the 
most part, confining their orders to an Easter “sweeten- 
ing up.” Very few have done enough business so far 
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Southeastern Style Show 


this year to warrant their placing many reorders now. 

Most of the interest at the style show and in the 
sample rooms appeared to be centered in sport shoes, 
whether the buyer was examining men’s, women’s or 
children’s footwear. The present flurry in women’s 
black shoes has caused quite a few buyers to cover a 
little bit heavier, as it is anticipated that the sale of 
blacks will hold through until after Easter. There is 
also a pronounced interest in black linen. 

The convention, headquarters for which were at the 
Ansley Hotel, opened with inspection of lines on Mon- 
day morning. This was followed by a luncheon Monday 
noon at which Anthony HH. Geuting, president of The 
National Shoe Retailers’ Association ; Andrew McGowan, 
the “Father of the Shoe Retailers’ Association,” and 
Ernest A. Burrill, chairman of the plan and scope com- 
mittee, were principal speakers. 


R. GEUTING spoke of the value of organizationi, 

and cited the recent Hoover business conference 
and its effect on business as a typical example of how an 
organization can be of definite value. 

“Every shoe retailer,” said Mr. Geuting, in part, “ought 
to be proud of the part taken by his association in this 
conference. And he is sure to feel the benefits that 
will be derived from it. 

“Under ordinary conditions, it would take this coun- 
try between six and seven years to recover from such 
a panic as we have been through. But as a result of 
the correlating of business made effective through or- 
ganizations such as ours and the adoption of definite 


[TURN TO PAGE 76, PLEASE] 








! LL 


ce 


A PAIR OF 


WINNERS 
IN STOCK 


Price $2.75 








No. 8005— 
Parchment Kid 
Opera Pump with 
Suntan Stripping on'Tip and Quarter, 24/8 
Spike Heel, French Corded. Same in 
Patent Leather with Mat Kid Stripping 
Gr Kid with Green Kid Stripping. 
ied’ Satin with Black Satin Stripping 

wide Sizes 3 to 7 C wide 


BLEECKER SHOE CO., Inc. 
Boston, 216 Essex St. 


No. 8003—Apple Green Kid One-Eyelet 
tie, 24/8 Spike Heel, French Corded. 
Same in all over Black Patent Leath- 
er, Black Satin and Parchment Kid. 

Sizes 3 to 7 

138-140 Duane St. 

Philadelphia, 17 No. 4th St. 





“Imitation is the sincerest form of flattery” 


The 


“Queen of all operas” 


Conceded to be the best fitting and 
best selling pump in popular priced 
footwear! 
Now $3.25 in potest Soatiee, Black 
Satin and Kaffor K 

Widths 





a 















PeUY in tHe NEW 


Specialization the 


HE great success of the specialized line of 

Dryzer & Rosenberg throughout the year is 

indicative of a most extraordinary wholesale 
shoe organization. 

Mr. Max J. Dry- 
zer, who is responsi- 
ble for the devel- 
opment of this con- 
cern has emphasized 
a few — significant 
points bringing out 
the cause of their 





success. ‘“Concen- 
tration,” he says, 
“on a_ specialized 


line such as ours has 
given us a_ vast 
amount of experi- 
ence which guaran- 
tees our position as 
the outstanding 
house featuring 


ladies’ novelty footwear in the New York market 





MAX J. DRYZER 











AA to C 2% to 8 ; . 
catering to the merchant needing popular priced 
Du ane_Sh Company, '4,0°4%8 s782E" novelties. 
AGAIN WE LEAD! 
RITZ 





IN PATENT - SATIN - KAFFOR KID 
IN STOCK—IMMEDIATE DELIVERY 






At Our New Reduced Price Level ¥3;10 
wg = 


Widths A-B-C 





NEW YORK 





2958—Armours Tan Kip, 
Calcutta Lizard Trim 
Airway Barefoot 


Sole. 
2959—Armours Blonde Kip. 
Brown Mottled Liz- 
ard Trim. Airway 
Barefoot Sole. 
2960—White Elk, Black 
Calf Trim. Planta-4 
tion Crepe Sole. : 
High Grade Goodyear Welts 
Sizes 3 to 8; © wide; $3.00 


B. FRIEDMAN SHOE CoO., Inc. 


108 READE STREET ESTABLISHED 1880 





Goodyear Welt Sport Oxfords 
Duflex Soles and Heels 


A to C—3 to 8 

In Stock at $3.25 

#0700 Smoke Elk, Tan 
Calf Trim 


$0703 Tan Calf, Tan 
Lizard Trim 

$0706 Yate Elk, White 

90706 banal Elk, Bik. 
Calf Trim 


116 Duane Street 
New York City 





CONCORD SHOE CO., Inc. 





*>, Immediate Delivery Orily 


Imported 
Braided Sandals 


$2.10 


pair 







BLOG SHOE COMPANY. Inc. 
147 DUANE STREET 
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| " < | K 
il Danna mill yn lth 
Keynote of Our Service. 


“We are conducting a consistent and thorough 


study of this method of specialization which 
means a consequently greater development of ser- 
vice to the chain stores, department stores and 
progressive independent retail merchants, who will 
increase their profits and turnover. 


“We may always be relied upon to introduce bet- 
ter shoes to the merchant needing a novelty line of 
footwear, that are greater in assortment and longer 
in line of styles than those of any other house in 
America because of this method of style concentra- 
tion. By continually showing new styles we are 
able to create a cooperative service that any alert 
merchant cannot fail to recognize as a valuable 
source of increased sales volume and profit. 


“Our great line of $2.95 retailers is an important 
asset to the national retail shoe business and the 
experience, knowledge and cooperation of the con- 
cern in back of it are at the service of all shoe mer- 
chants who are continuously on the lookout for live 
patterns and styles to stimulate consumer demand.” 


Featuring the New Stilt Heels 


We are the only house featuring these 
4-inch Stilt Heels on shoes 


TO RETAIL AT $2.95 

The Season’s 
Best 

Sellers 













One-eyelet Theo ties and perfect fitting pumps in patent, 
black satin, white kid, parchment kid, purple kid and 
green kid. 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 









MARKET 





Dr. Campbell’s 
Health Shoes 


A to EE width 
$4.70 to $5.20 
Evans Ruby Kid Long counters 
Crawford Shanks Goodyear Welts 
Oxfords to Match 
Sizes 3 to 9 


Anatomic Heels, $3.85 to $4.40 
Gold Dot Soles 


Samples sent prepaid. 


POWELL & CAMPBELL 


122 DUANE STREET 
ESTABLISHED 1879 





Quick-Sale 
Quilted Satin 
Bedroom Slippers 











You'll sell these soft, relaxing quilted satin 
slippers in quantity. They retail for only 
$1, $2 and $3, and the turnover means good 
profits. With covered or spring heels and in 
all the popular negligee shades. Make them 
a feature of your shoe department! For in- 
formation, write 


GOLO SLIPPER COMPANY 
129 DUANE STREET, NEW YORK 
























Sensational Values 


Imported Czecho 


Sandals 
075—Natural Calfskin with brown trim............ccccceecceces $2.25 
®76—Natural Calfskin with white trim...............0c ccs eeuee 2.25 
ey GD NED GN 6. 04:60000-0-0000000000006000000000668 2.35 
EE CE 62:540400ess de enekeeeehbh0sebeKée64540040000080" 2.35 


Im Stock 


J. WEISS SHOE Co. 


137 DUANE STREET NEW YORK CITY 














GENUINE WATERSNAKES 


No. 9030—Genuine beige watersnake 
vamp and quarter—Centre buckle— 
quarter Oxford. Parchment kid sad- parchment kid strap and heel—20/8 
~*~ foxing and heel. 20/8 Spanish. aie: 
9033—Same as above—15/8 Span- 0. 9031—Same as above—15/8 Span- 
sh heel. "a heel. 
No. 9034—All over genuine beige watersnake—Regent—20/8 Spanish. 


ein 
[6d DOA SHERPA” YORK 





No. 9032—Genu- . . 
ine beige watersnake vamp and 
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Leading the Country in 
BARRETT’S PYTHON CALF 


We are the only house in the country sell- 
ing all BARRETT’S PYTHON CALF in black 
and white and beige claire shades. 












cial Feature Notations 
ALL BARRETT’S 


HON 
Genuine Kid Lined 
Leather Inner Soles 
High Grade McKays 
ke and Baby Heels 


$3.00 






S 
( 
( 
( 
( 
8 


4403 
Opera “Number 3 Eye Oxford Number 


Specify Color 


LEVEY BROTHERS SHOE CO. 


145 DUANE STREET 
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Armstron gs Cork Com vforts 
Bring Foot Ease to Leading 


Brands 


HAT makes it feel so good to get into sport 


shoes again? 











oe 


An unusual example, but— 


this cork beach shoe, created by Mary Nowit- 
ski in Paris, illustrates one of the pleasing 
qualities of cork—lightness. Though bulky, it 
weighs less than a woman's street shoe. The 
same lightness is a pleasing characteristic of 
Armstrong’s Cork Box Toes and Counters. 








What makes them so comfortable? 
In many of the leading brands the answer is, “Arm- 


strong’s Cork Box 
and Coun- 
They add 
comfort to style. 
Although origi- 
nally designed for 


narrow-toed shoes, 


Toes 
ters.” 


Armstrong’s Cork 
Box Toes and 
Counters are now 








ARMSTRONGS CORK 
‘BOX TOES amd COUNTERS 








sport shoes again 





fully acknowledged to be 
entirely satisfactory for all 
types of men’s shoes. For 
sport shoes their lightness, 
flexibility, and _ resilience 
give particularly satisfac- 
tory service. They do the 
same for other shoes. 


ARMSTRONG Cork Co. 
Cork Division, 
Shoe Products Section 
Lancaster, Pa. 


Boston, Mass..197 South St. 
Milwaukee, Wis. 

811 Majestic Bldg. 
Cincinnati, O., 1017 Broadway 
St. Louis, Mo. 

204 S. Third St. 
Toronto..522 King St., West 
Montreal..1001 McGill Bldg. 








Armstrong’s Cork Box 
Toes and Counters insure 
both comfort and lasting style. And just as men look 
for style and comfort in all of their other clothes, they 
look for the same two qualities in shoes. Make yours a 
style with comfort shoe store and build up your business. 

Please old customers and win new ones. Specify 
Armstrong’s Cork Box Toes and Counters on your next 
order. Foot-easy cork-equipped shoes cost no more than 
others. Let us send you a list of manufacturers whose 
shoes are comforted and style-insured by cork. 
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ONE 
INA 
HUNDRED 


Every group has its style leaders. Those 
customers that set the pace. The ONES 
that the HUNDREDS follow. Although more 
difficult to satisfy, it pays to make style customers 
happy. Sell them and you prosper. 


This season you can please them with Sport 
Shoes of White ELK. A sporty leather in a 
sporty shoe. Lawrence’s White ELK is a real 
white, a pleasure to eyes and feet, a style leather. 
Judge it by a sample. 


A. C. LAWRENCE LEATHER CoO. 


210 SOUTH STREET 
BOSTON, MASS. 
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TAN shoes tailored 
‘with No. 1200 eye- 
lets possess an individ- 
uality that is appreci- 
ated by well-groomed 
men, Diamond Brand 
Visible Fast Color Eye- 
lets on footwear are 
' @ sure index to inter- 
nal shoemaking excel- 


lence . . . They signify . 


the care the manufac- 


“turer bestows on every jaa 


detail of the shoe's 
_ construction. 


UNITED Fast COLor 
EYELET COMPANY 
' Boston, MASSACHUSETTS 


ol AMOND 
BRAND 
Vistble | 
‘FAST COLOR 
EYELETS” 
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The EVERgrip “Oh! What a Place to 
Shoe Buckle Holder Lose That Buckle You 
Gave Me. 


visible, instantly attached to th male} “I felt it loosen during the last act! If I had only taken 
% pe Aarne heagps the advice Madge gave me and bought a pair of Evergrip 


Evergrip Buckle Holders are in- 


atite ee Rigel “= Buckle Holders. She has them on every pair she owns. 
' They are simple little things—dquite invisible—but they 

not tear the hose or hurt the hold the buckle and vamp together like a vise! Just slip 

foot in wearing. a tiny piece under the buckle bar and another under the 

Welte us for eamgles end peices vamp! Then—snap!—and the buckle can never get lost.” 

of the Evergrip Buckle Holder or HE—“I’ll buy you another pair of buckles tomorrow. You can bet a pair 

talk about them to your jobber. of those EVERGRIPS will be delivered with them.” 


* * 
FRENCH BEADING & NOVELTY COMPANY 


Manufacturers and Importers of Rhinestone Beaded and Cut Steel Shoe Ornaments 


226 SO. FOURTH STREET PHILADELPHIA, PA. 
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CHEKKO 
SANDALS 


\ SA IN STOCK—RUSH DELIVERY 











Ne a 
a 
ay PA 


ae : } \ pe _—— CHEKKO BRAIDED SANDALS 
_ a ase. \ VY, = Cm my 
NY; Z A Are Well Made Braided Sandals. 
i. ' — 7 Finest Quality Leathers and of Durable 
’ ES Sa Construction 
W For Progressive Retailers 
4 POPULARLY PRICED FOR REAL MARKUP 
} 
4 Order Now from This Advertisement 
LS 
me 
Hl; 
= 
~ 
a 
iy BS 
“|: \ mi —N fe ~ 
. XN & Terms 5% 10 days Ss 








NORMA—McKay 13/8 Cuban heel. net 30 da s HELEN—Moulded sole, 13/8 Cuban 
sand and ns sand and brown, y heel, all tan, $3.00; tan and brown, 
he 3.50 tan and blue, tan and white, $3.10. 
$3.50. All white, white and black, $3.25. 
All sand, $3.40. In stock for immediate delivery. 
In stock for immediate delivery 
; 
= Sizes 
aS 
. 3 to 8 
Es 
aad > 
PS 
eh 
i eet 
MARIE Children’s 8%-11 ..........- $1.65 
Misses’ 1146-2 ....ceceeeeees 1.85 
Tan and white, tan and blue, tan NET, no discount; colors: Brown and 
and brown, $3.25. beige, blue and beige, red and beige, 





green and white, brown and red. 


All Leather — Entirely Hand Woven 


Chekko Braided Sandal Corp. 


303 FOURTH AVE. NEW YORK, N. Y. 
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. because they 
are colorful and 
lend themselves 
to display in your 
store or windows. 
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REASONS 
WHY 


Hundreds of practical 
merchants have found 
pleasant extra profits in 
these truly feminine 
specialties made by 


O. A. MILLER 


‘ TREEING MACHINE 
COMPANY 
OF BROCKTON, MASS. 


feminine / 


. because they are 


light, smart and dainty, i 
as well as fitting con- 





veniently into the 
smart woman’s ward- 
robe appointments. .. ++ because they fully perform their 

appointed task of making dainty foot- 
wear look better longer. 
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PEPE EbE EI 


Peebebed 


on: 

~~ 

— 
we 


i 


TALON 
Slide Fasteners 
ALWAYS 
WORK! 


TAAAAAR RAR RRC 
RAAT AAA? 





Reg. U S. Pat. Off. 





HAT’S why you never find TALONS among “complaint 
5 pacts La TALON (or Hookless) on the slide-pull 
positively guarantees that that slide-fastener will always 
perform smoothly, efficiently. 

Continuous “sample testing” by automatic “hands 
proves that TALONS open and close, perfectly, a mini- 
mum of 10,000 times ynder tension. The factory record 
is 126,998 times! Research shows that the average over- 
shoe is fastened and unfastened only 600 times—in its 


” 


entire life! 

TALONS always zip back and forth with the utmost ease. 
They never (we repeat) jam or balk. They don’t pull apart. 
They make a continuous snug closure that offers absolute 
security against the hardest wear. More, they’re flexible 
and rustless. 

They not only give a trim, tailored smartness to rubper 
footwear — but effectively eliminate complaint merchan- 
dise. Look for the name TALON or Hookless on the slide- 
pull of every rubber overshoe you buy! 


Wire us for buying sources for 
TALON-fastened merchandise. 


TALON THE ORIGINAL SLIDE FASTENER— Hookless Fastener Co., Meadville, Pa. 


NEW YORK — BOSTON — CHICAGO 
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A Made-to-Measure Fit 
in Ready-to-Wear Shoes 


“Fitting of shoes is a science and the 
fitter of shoes must gain and hold the 
confidence of the public. 


You can build public confidence and give 
a proper, satisfactory fit to every cus- 
tomer if you feature Wilbur Coon shoes. 


Not only are Wilbur Coon shoes one of 
the world’s best fitting lines, but they are 
now one of its smartest lines. Wilbur 
Coon shoes meet every demand of the 
woman who wants style, and requires 
comfort. 


You can materially increase your busi- 


ness with 
Write for details. 
Mion 
37 Canal St. 


Rochester, N. Y. 
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MORE FOR YOUR 


Our monthly display card service with price tickets not only gives the alert merchant more 
for each dollar invested, but supplies him with an attractive series of display cards timed 
each month to meet his window trim requirements. 
Window displays without cards are similar to holding a shoe in your hand before the cus- 
tomer, but saying no word about its Quality, Style, or Fit. 
We save you time in making your price tags. 
price tags each month to match the display card sales messages. 


FREE PRICE TICKETS 


are supplied with our monthly window card service. We supply with monthly service No. 1 and 2 
100 blank tickets printed on stock to harmonize with each month’s card service (or with hand-lettered 
prices imprinted—50c per month additional). 


Price Tickets — IN-STOCK 


Samples will be sent on request of a variety of tickets with prices—24 Doz., $4.00; 12 Doz., $2.25; 6 Doz., $1.25 


Monthly card subscribers are supplied with 











































are arriving / 
May we show you What 
is to be in Vogue this 
spri ng? 





Above shows our modernistic card holders, 
gold with black trim (3-color festoon base 
between frame and plateau); enhance the 
beauty of your window cards—harmonize 








NOW READY 
MARCH CARDS 





vata, bt 
ir al ies 


(3 Colors—Blue-gray—Red—Black) 
Modernistic 3-color design on board—7 x 12 


(Either with or without text) 














with the finest of window display fixtures 














Check With Order, 


Please 


Select any subject below by number 





Available to merchants in towns only 


where there is not an annual card service 


member. 


WOMEN’S 


1—This is a Suit Spring—Strap 
Slippers and oxfords com- 
plete. 

2—Shoes for the Young Modern 
—expressive of grown-up pat- 
terns. 

3—For Afternoon—to cleverly 
compliment the flowing lines 
of the new length dresses. 

4—Pumps with their ever youth- 
ful allure to— 


MEN’S 

5—Let ’Er Rain! Scotch grain 
sheds water, but not their 
style. 


6—Spring Shoes for every man 
—oxford styles, newest lasts. 


GENERAL 


7—Careful fitting is a feature 
of OUR SERVICE—minimize 
foot fatigue. 

8—Fifth Avenue Styles, at 
Pierre’s—or tea at the Ritz— 
you will se no— 


Above illustrates one of 

March cards — dainty, 

colorful—3-color board, 

2 water color imprint, 
text in black 


9-—For you “EARLY BIRDS”’— 
new line of Golf Shoes— 
Fore! 

10—There’s economy in buying 
an “EXTRA PAIR’”—pro- 


mote foot wealth by frequent 


changes. 

11—GOOD APPEARANCE pro- 
motes success—is your shoe 
wardrobe— 

12—OUR MOTTO —Selling Shoe 
Right —- right fitting — style, 
price. 


CHILDREN’S 





13—Do the CHILDREN NEED 
SHOES? Growing feet need 
special fitting— 


HOSIERY 


14—FILLING STATION for 
your..kosiery wardrobe—Paris 
lace clocks—longer skirts. 


(Above texts abbreviated in some cases) 
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Service 
No. 1 
$ 5” 


Monthly additional). 


Service 
No. 2 
$ 4° 


Monthly 


8 cards 
100 blank price tickets 
4 card holders 


“Store Window Bulletin’’ 


offers merchandising and display suggestions 
each month. 


Special Cards 


to meet some individual store need. 





Additional Card Holders 


supplied at nominal charge. 








The Stand-up Ticket 
All Regular and Clearance Sale Prices. 


Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 

















:  6-doz. odd lot 
assortment $1.10 
12 doz.—¥$2.00 
it 24 doz.—$3.50 
" 12 each of 6 prices 85c 
' 12 doz.—$1.50 
“ 24 doz.—$2.50 
’ 1 doz. of one price 15c 
Comes in either Orange or Olive Cash or stamps with 
5 Green Border—Black Figures order 
4 (Actual Size) 
Merchants Service Dept. 
or 
” BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 
0 Boot AND SHOE RB®CORDER 
combining THe SHop RETAlILerR, March 8, 1930 





DISPLAY DOLLARS 





12 hand designed cards each month, each with different sales mes- 
sages, printed in attractive colors, size 7 x 11 inches; with 100 
blank price tickets to harmonize with service cards each month (or 
with prices imprinted, selection of prices as wanted, 50c. per month 

Also 6 card holders with first month's service. 


Service 

No. 3 6 cards 

$300 50 blank price tickets 
2 card holders 

Monthly 


Added Features 


Exchange of Cards 
The privilege of exchange of current month’s 
cards is available to annual card service members 
who may find listed card texts (abbreviated on 
page opposite because of space requirements) 
which better cover their merchandising program. 


COUPON 


BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, Iil. 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of ————cards, each month and 
art card holders, with the first month’s 
service, beginning with cards for March for 
which we will pay $———— per year, payable 
$——— per month. 

For cash in advance full year’s service, 5% dis- 
count. 

(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 
turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets:— 











$— $ —_—_— —— —— F— 
Store Name 

Owner 

City . 

State 

















Something to Think About! 



































16,000 
































pairs of 
ENNA 
JETTICK 
SHOES | 
sold in 1929 
by One Retail Store 
in a city of 130,000 
/ population 

















An average of about 





(ll 


one pair every ten minutes 








ENNA JETTICKS retail at $5 and $6 


the country over 








“You Need No Longer Be Told That You Have An Expensive Foot” 











Tune in Enna Jettick Melodies every Sunday at 8 P.M. (E.S.T.) over WJZ and 35 associated stations 








| A revision of some of our territories may pro- 


| SHOES FOR WOMEN 
| duce openings for outstanding salesmen. Please 
| do not write us unless you are outstanding. 


| $ $ 
, SBS 
Dunn & McCarthy, Inc. 


Auburn, New York  WAAAAA wo EEE Sizes tio 


SHOES FOR WOMEN 


Seen 6 


AAAAA w EEE Sizes tt 
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To Get More Tans on Men’s Feet 


New York State Shoe Retailers Association Directors Start 
Movement for Tan Shoe Week April 28-May 3rd 


RocHESTER, N. Y.—“We are not sell- 
ing enough tan shoes to men,” declared 
Ernest N. Park, of the Park-Brannock 
Co., Syracuse, who is also president of 
the New York State Shoe Retailers As- 
sociation, while presiding at a meeting 
of the association directors held here 
recently. “My experience shows me 
that. tans can be sold,” added Mr. Park, 
“and I believe the volume of the men’s 
business can be increased if we sell 
tans for day wear and blacks for 
nights.” 

“I think I have found the solution,” 
said Mott B. Hughey, who sells shoes to 
thousands of transients who annually 
visit his home town, Watkins Glen, one 
of the real beauty spots of New York 
State. “When I took inventory I found 
somewhat to my surprise that men’s 
tans were shelf warmers,” continued 
Mr. Hughey. “I knew that something 
had to be done. So I instructed my 
salesmen to show a pair of tan shoes 
to every man who came into the store 
for shoes, unless he was looking for 
some specific shoe, a dancing pump for 
instance, or.a sport shoe. I pointed 
out the psychology of showing the tan 
shoe first, which I felt would create the 
impression that tans were the proper 
shoes to wear. And to a large extent 
it did the job. Our sales of tans be- 
gan to pick up at once, with the re- 
sult that all during the summer and 
fall, after starting this plan, my tans 
sold 50-50 with blacks, where before 
blacks had held the center of the stage. 
From being a ‘dead issue’ with us tans 
became very much of a live issue. It 
wasn’t any brilliance on my part; just 
a little horse sense. 


“T’ll tell you what we did in our 
store,” said Mr. Park. “Like Mr. 
Hughey I found we were carrying a 
terrific load of tans, which weren’t mov- 
ing. I called all of the salesmen of the 
men’s department into my office and 
said: ‘Boys, we are loaded to the gun- 
wales with tan shoes. We must sell 
them. From this minute on when a 
man takes a seat in the men’s depart- 
ment I don’t want you to ask him what 
kind of a shoe he wants. I want you, 
after measuring the customer’s foot, to 
bring out a pair of tan shoes and put 
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them on his feet. Go right about it 
just as if you had concluded that of 
course he wanted tans. If he raises 
any objections or says he doesn’t want 
tans, be very polite but appear to be 
surprised and reply that you naturally 
supposed he wanted a daytime shoe and 
that tans are the shoes that men are 
insisting upon for business and day- 
wear purposes.” 

“The boys all saw the point and they 
went to it. It worked out just as I 
hoped it would. Intendihg customers at 
first asked frequently: ‘What’s the idea 
of the tans?’ But when they got the 
clerk’s surprised look and his coached 
reply they, in most cases, admitted that 
tans did look good after so long a 
period of nothing but black shoes. And 
our sales—how they did jump! At the 
same time our volume of blacks kept 
up, for many were extra sales. Of 
course, we advertised and showed tans 
in the window and talked of them as 
the last word in fashion for daywear.” 

One merchant declared that students 
are intent on wearing sport shoes of 
combinations of leathers but that they 
will not buy tans. Tans, he remarked, 

[TURN TO PAGE 84, PLEASE] 





BostonO ffices of Recorder 
Now at 140 Federal Street 


Boston offices of Boot and Shoe 
Recorder are now located on the 
third floor at 140 Federal Street. 

Besides offering every facility 
to enable us to serve the New 
England industry, this location 
affords greater convenience to the 
thousands of retail merchants, 
shoe manufacturers,  tanners, 
traveling salesmen and represen- 
tatives of all branches of the in- 
od who visit the Boston mar- 

et. 
A cordial invitation is extended 
to the industry at larve to visit 
the new Boston offices of the 
Recorder, where the New England 
editorial, advertising and service 
staffs are prepared to offer every 
assistance. 
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New York Retail 
Trade Even with 
1929 in February 


New YorK—February proved a sat- 
isfactory month in the retail shoe busi- 
ness here, with sales about even with a 
year ago and conditions decidedly 
brighter. Some stores report an excel- 
lent volume, one chain enjoying the 
surprising total of a 25 per cent gain 
and the largest February sales in the 
past five years. 

With the conflicting reports being 
broadcast, this improvement in busi- 
ness is particularly gratifying, and the 
more reports received of this nature, 
the more confident the whole shoe in- 
dustry will become. 

Saturday, March 1, found stores 
busy, with many of them running up a 
substantial increase to start off the 
new month. Department stores as a 
whole enjoyed improved business, and 
buyers and managers seem to be im- 
bued with more optimism than has been 
evident for several weeks past. 

R. H. Macy has introduced a new 
line of turn sole shoes to sell at $5.94, 
and advertised as patterns similar to 
more exclusive styles. These models in- 
clude step-in pumps, three eyelet ox- 
fords, operas and one-straps in both 
street and evening numbers. 

At Kurzman’s, the J. & T. Cousins 
department shows a line of trimmed 
and untrimmed operas in satin, kid and 
reptile on a new last which they claim 
to be exceptionally well-fitting and com- 
fortable. 

Delman has a type of opera pump 
using novelty tweed crepe quarters and 
heel cover combined with blue, beige, 
green and brown kid vamps, and 
trimmed with a small enameled buckle 
and tab with a strip of narrow con- 
trasting kidskin piping. 





New Weiss Store in 
Milwaukee 


MILWAUKEE, Wis. (UTPS)—A new 
shoe store in the downtown district will 
be opened here on Feb. 8. This new 
shoe salon will be known as Weiss 
Shoes. The location is at 427 Wiscon- 
sin Avenue. Shoes to sell for $6 are 
advertised. The slogan of the new 
firm is “Please the Eye and the 
Foot.” 










SELL ONLY 
THE 
GENUINE 





TRADE MARK 
PROTECTED BY U. S. REGISTRATION 


ANY INFRINGEMENT OF THE USE OF 

THIS NAME—“DEAUVILLE SANDALS” 

—OR OF THE WORD “DEAUVILLE” IN 

CONNECTION WITH FOOTWEAR — 
WILL BE PROSECUTED. 

















STAMPED ON SOLE 






Every man’s name is his legal property. And by the same token, a prod- 
uct’s name, registered in the U. S. Patent Office, is the legal property of 


the manufacturer. 


The name “Deauville Sandals” is that of a specific line of woven leather 
“Deauville 


footwear, and its use is restricted by law to the only genuine 
Sandals” . . . made by the Golo Slipper Company. 


Occasional misrepresentation and fraudulent use of the name 
nation-wide advertising campaign, acquainting millions of 
readers with the identifying mark of genuine Deauvilles. 


On the soles of every pair is stamped this famous trade mark. 
it! Your customers will do the same! 


GOLO SLIPPER COMPANY 


129 Duane Street, New York 








"Students in famous Illinois clinie 


to $15,000 a year. 


but only 5,000 Chiropodists! A-virgin field! 


1327 N. Clark St., Chicago, Illinois 


information relative to Chiropody and your schoo 
Name 





City. - State 











STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 


The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 


Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No cbligation. 


——---=MAIL THIS COUPON TODAY —--—— 
ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 


Gentlemen: Please send me, postage prepaid, + ve j catalog and complete 


“Deauville 
Sandals” has necessitated the protection of this trade mark through a 

















magazine 


Look for 





MAIZE SHOE CO. 
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S| is 
Ry All Styles—a 
= 2 . = 
Fy service that is & 
= . KG 
BS fast and satis- 
EY @ 
Ei No. 464—Patent Stitch factory. = 
Fi Step; vamp cut-out. = 
= arr $1.00 kK 
2% 3 
RF, No. 465—Same in Lite SEND your order ie 
ki «=6Smoke Elk Stitch Step. : % 
2 eg ee 00 and let us prove it. 
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Z) iC 
KA SALESMEN—The greatest side-line in America. A % 
| square deal and prompt payments of commissions. ia 
=4 s 
s fe 
; MAIZE SHOE CO., Rochester, N. Y. 
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Increase Sales and 
Profits in Your In- 
fants Department 
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The Right Overshoe 
for Every Shoe Last 


Boston, Mass.—Women’s shoes de- 
signed to sell during the coming win- 
ter show more than 70 different com- 
binations of toe shapes and heel 
heights. Men’s shoes, in which a, mo- 
notonous sameness is supposed to exist, 
show at least 16 combinations of heel 
widths and toe shapes. This was re- 
vealed recently when the results of a 
survey made by the Framingham Last 
Co. (division of the United Last Co.) 
became known and which survey has 
led to the institution of an unusual 
service on the part of this company to 
manufacturers of rubbers and over- 
shoes. 

These manufacturers, it was believed 
by the last company, were laboring un- 
der a great handicap in having nq cen- 
tral source to which they could go and 
see all the various types of shoe lasts 
which must be taken into consideration 
in building their lines of rubber foot- 
wear. Nor were they in much better 
position when it came to determining 
the probable salability of lasts seen in 
women’s leather shoe lines. Hence the 
survey undertaken by the Framingham 
Last Co., which, through its affiliation 
with other last companies and its close 
contact with manufacturers, was en- 
abled not only to make a collection of 
all leather shoe types but to get from 
manufacturers as well, an estimate of 
the percentage of salability of each 
last. This has enabled manufacturers 
of rubbers and overshoes to fill gaps in 
their line-up of lasts in ample time to 
have their finished product on the mar- 
ket just before the start of the selling 
season. 





Weyenberg Reopens Portage 
Plant 


MILWAUKEE, Wis. (UTPS) — The 
five-story manufacturing plant of the 
Weyenberg Shoe Co. at Portage, Wis., 
has been reopened after a year’s idle- 
ness and in a short time is expected to 
be at peak production. 

About a year ago the force and ma- 
chinery of the Portage plant were re- 
moved to Milwaukee. Workmen are 
now busy painting and renovating the 
building. The entire capacity of the 
factory will be devoted to manufac- 
turing men’s dress shoes. The sell- 
ing organization wlll be known as the 
Great Western Shoe Co., a division 
of Weyenberg’s. The selling organi- 
zation comprises about twenty men and 
will distribute the product of the plant 
in every State. The first sales con- 
ference was held here under the di- 
rection of R. Dempsey, general 
sales manager of the Weyenberg com- 
pany. 





Crevoiserat Opens New Store 


BELLMORE, L. I., N. Y.—Crevoiserat’s, 
whose local store is in Bedford Ave., 
is opening a’new store under the name 
of the Comfort Shoe Shoppe at 18 East 
Main St., Bayshore, L. I. This new 
store is of the parlor type and is car- 
rying Walk-Over Shoes for men and 
women, Crossett shoes of men and the 
modern Prophylactic for woman, also 
Newton Seitz and McGrath shoes for 
children. Morton Crevoiserat is the 
proprietor. 
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Fashion and Spring 











x C > 


gee : 
EVERY 
From every angle of vision 
.«. there is something obout 
on Andrew Geller Shoe thet 
sets it and its weorer, aport 
from the common throng...that 
corres out the beauty of the new 
ensemble in such a monner os to 
sotsfy thot ever-present longing 
of the Fashionable for the newest 
and cleverest in Exquisite Footwear 


_—— 


ANDRE 


-- exquisite footwear. 


525 FIFTH AVENUE ot FORTY-THIRD 





An unusually appealing shoe adver- 

tisement by Andrew Geller, New 

York, expressing the spirit of spring 
fashions in footwear 





Orders Increase 
in the St. Louis 
Shoe Factories 


St. Louis.—Business in the wholesale 
district has taken on a decided spurt, 
with the last ten days of February re- 
cording large increases in orders. This 
betterment has been caused in many 
cases by the warm weather reported 
throughout the South and Middle West- 
ern States. 

In some instances the spurt of the 
last ten days was not sufficient to over- 
come the slackening tendencies of the 
earlier part of the month. In a few 
instances orders are expected to show 
a gain for the month. Shipments also 
have shown a better tone with increases 
being reported by the larger houses. 
The credit situation is clearing with 
orders being released faster than was 
the case thirty days ago. 

Dull black kid continues to be strong 
in the women’s division of the business 
with some shoes being placed in the 
factories for delivery in a few weeks. 
In. lower priced merchandise, one prom- 
inent stylist predicted business for the 
present as 85 per cent black. 
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Scientific Health Shoes 
« forChildren , 
Insure Normal Feet 














different sizes 
of Children’s Shoes 
In Stock TODAY 


All Genuine Goodyear Welts 


All 3/5 and 5%/8 very flexible Spartan 
Gold Spot soles. 


All 8%/11% and 12/2 except Style 115 are 
very flexible oak bend soles. 


Style 115 8%4/11% and 12/2 Gristle sole. 


All soles stitched aloft except 12/2 leather. 
This is channel bottomed. 


Sole leather box toes on all except soft 
toes on 3/5 run. 


Sole leather counters. 


Full grain Calf, Elk and Patent. 


Kid quarter lining all low shoes. 





Style 121—Patent Center, 
Buckle Strap, French Cord 


PRICES ON ALL STYLES 


C-D B-C-D B-C-D A-B-C-D 
Size 3-5 5%-8 8%-11% 12-2 


Cost 1.80 2.10 2.40 2.85 
Can be retailed at— 
3.00 3.50 4.00 4.50 


Average profit 38+ % on retail selling price 
Terms— 5% 10 days—net 30 


West of Rocky and East of Allegheny 
Mountains, 5% 20 days—net 40 


Write for Catalogue. 
Twelve Styles in Stock. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
Aurora Missouri 

















Today’s leaders in 
the slipper field 
are specifying 





apon 


for slipper uppers 


BEAUTY 
STYLE 
SALES APPEAL 


With nine -tenths of the slipper 
sales made on beauty appeal, Zapon 
has registered 100% with aggressive 
slipper manufacturers. 


This material has for years occu- 
pied a dominant place whenever a 
luxurious finish at a comparatively 
low cost has been essential. Beau- 
tiful patterns and a soft texture 
that insures extreme wearing com- 
fort without sacrifice of durability 
plus exquisite coloring, place Zapon 
at thé head of the list as a sales and 
profit builder. 


so 


Ask your slipper manufacturer about Zapon 





Brought from France to America for the first time by 


Zapon, this chamois soft material in various colors and 
patterns is the sensation of 1930. Send for samples. 


The ZAPON COMPANY ~» STAMFORD, CONN. 








— 





72 



















OUR customers bring their shoes back to you for re- 
heeling because they believe they'll get a better repair 
job. Don’t disappoint them. Whether through your own 
or your contract shop, insist on I.T.S. Super-Quality—the 
rubber heels that preserve the original neatness 
of the shoes and are guaranteed to give satisfac- 
tory wear or a new pair free. 


Y 


FOR WOMEN’S The L[.T.S. Super-Quality, 

SHOES stiff-cured french lift makes 
unusually neat job on wood heels. Unperfo- 
rated fiber backing moulded to the attaching 
face prevents heel coverings pushing out. I.T.S. 
patented flat chisel point nails won’t split wood 
heel and make repeated re-heelings easy. 


FOR MEN’S The I.T.S. Heavy Duty Rubber 

HEELS Heels assure speedy re-heeling 
and neat, always tight job, due to concave- 
convex shape. And they wear level because of 
the extra heavy pad of tough, resilient rubber. 





From now on insist that all your repair work be done 
with I.T.S. Super-Quality. Complete line: women’s french 
and cuban, toplift and Jumbo block (for lower priced 
jobs), and men’s heavy duty heels and soles, the latter 
made in a new non-marking type. 


The I.T.S. Company, Elyria, Ohio 
LISTEN! 


Have you heard Jake and Lena 
on WTAM, Cleveland, 6:50 to 
7:05 every morning? 


















puper-Ouality 
RUBBER HEELS 
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Seen in The Southland 











Some of the new summer types of feminine footwear on display at the 


recent convention of Texas a 


Oklahoma retailers in Houston 








Says Tariff Delay Unsettles Trade 





President Katzenberg, of New York Hide Exchange, Declares 
Industry Affected by Inability of Congress to Agree 


New York.—Delay on the part of 
Congress in arriving at a solution of 
the hide and leather tariff problem has 
made for a continuance of unsettled 
conditions in the industry, said M. R. 
Katzenberg, president of the New York 
Hide Exchange. 

“The entire industry has been seri- 
ously affected by the inability of Con- 
gress to arrive at an agreement on 
hide, leather and shoe duties.” declared 
Mr. Katzenberg, “and a general. cur- 
tailment of business in these lines has 
resulted. 


St. Louis Trade Shows March 
Pick-Up 


St. Louis.—February retail business 
here fell behind the same month of last 
year. Some stores said business was 
better, but they were the exceptions. 
The long pull ahead before spring buy- 
ing actual develops has had its effect 
on the day sales. The last week in 
February pulled some business. March 
first was a remarkable day. Women’s 
shoes took on a spurt, with some stores 
having a steady flow of customers. 
They were buying spring footwear, 
which is an indication that spring can’t 
be far behind or ahead. 

Watersnakes have commanded the 
best fashion attention for the moment. 
Some buyers failed to recognize this 
vogue, which is immensely popular at 
present, and are losing sales in conse- 
quence 

Black mat kid continues its march 
ahead of the style procession with a 
majority of the smart operators stamp- 
ing a long approval for its prestige. 
There seems to be no end to the demand 
for smart tailored pump effects in the 
somber leather. 

March and April, with weather con- 
ditions assisting, are expected to be 
months of good gains and activity. 
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“The big packers are confronted 
with difficulty in marketing their hide 
take-off, owing to the fact that many 
tanners and shoe manufacturers have 
virtually withdrawn from the market 
pending definite news from Washing- 
ton. Tanners are curtailing their pro- 
duction drastically, and the same is 
true in the case of shoe manufacturers. 

“Final solution of the tariff problem, 
however, will undoubtedly release a 
flood of business. Inventories of both 
the tanners and the shoe manufactur- 
ers are being drastically depleted 
through present hand-to-mouth opera- 
tions, and considerable replacement 
buying will be necessary. 

“Pending this final solution, however, 
tanners and shoe manufacturers in 
many instances are utilizing the hedg- 
ing facilities of the Exchange. 


Eastwood’s 90 Years Old 


KOCHESTER, N. Y.—For the past two 
weeks a “removal sale” has been going 
on at Eastwood’s in an effort to reduce 
to a minimum the stock to be removed 
from the present store in Main Street 
to the new East Avenue store, to be 
occupied Monday, March 3. 

One of the most striking advertise- 
ments this store has run in the Roches- 
ter newspapers was that of a few days 
ago, linking up the history of the East- 
wood business, established in 1841, with 
the history of ‘the city. 


Robert Koerber, Inc., Not to 
Engage in Shoe Business 


Fort WAYNE, IND.—Robert Koerber, 
Jr., says that a recent statement to the 
effect that Robert Koerber, Inc., was to 
enter the retail shoe businesss was an 
error and that the firm has no such 
intention. The firm is at present en- 
gaged in the jewelry business in Fort 
Wayne. 
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Wear St raight 


More Profits 


for Your Store with this 
Simple Method of Cor- 
recting Arch Trouble! 


A leather saddle BUILT 
IN the shoe in addition 
to a steel shank arch 
support. Gives wonder- 
ful comfort and relief. 








A feature usually to be had only in 
high priced hand-made shoes. Now 
built in custom made shoes by 
special machinery at a cost which 
allows a wide profit. 


Wall Street 
—bal or 


blucher 






SO033—Tan Calf Bal Orford....... $4.95 
S$034—Black Calf Bal Oxford..... 4.85 
S 04—Black Calf Blu. Oxford..... 4.85 


Combination 
—blucher 






30 Days Net 


8060—Black Ruby Kid Blu. Oxford $4.85 
S 60—Black Ruby Kid Blu. Shoe.. 4.85 


nin apt 





DANVILLE, ILLINOIS 











President Geuting and Executive Committee Hear Arguments 
in Favor of Motor City for 1931 Meeting 


Detroit, MicH. (UTPS) — Retail 
shoe men of Detroit turned out in force 
Wednesday to urge executive committee 
of the National Retail Shoe Dealers’ 
Association to select Detroit for its 
convention city in 1931. Members of 
the committee spent a busy day in the 
Statler Hotel and were the luncheon 
guests of the local dealers, at which 
they were addressed by Mayor Charles 
C. Bowles and other civic leaders. 

After a prolonged committee meet- 
ing, President A. H. Geuting, Philadel- 
phia, said the committee was sold on 
Detroit as a convention site if the other 
factors involved in the selection could 
be reconciled. ‘ 

Also under consideration as possible 
meeting places for the 1931 convention 
were Chicago, St. Louis, Atlantic City, 
Philadelphia and Cleveland. 

The members of the committee pres- 
ent, beside Mr. Geuting, were J. H. 
Stone, Chicago, manager; Harry Mc- 
Laughlin, Cincinnati; Otto Hassel, Chi- 
cago; Arthur Ebbs, St. Louis; Elwgn 
Pond, Flint, and Miss O. M. Johnson, 
Chicago. 

Detroit dealers rallied under the 
leadership of M. A. Mittleman, presi- 
dent of the local organization and his 
officers: V. V. McBride, vice-president; 
R. S. Doolittle, treasurer, and Clyde 
Taylor, secretary. So many members 
were present that extra seating accom- 


modation had to be provided. | 


Mayor Bowles extended a hearty in- 


vitation to the shoe retail trade, prom- ' 


Detroit Urges Convention Claims 





Department Store Sales 
Slightly Lower in January 


Washington, D. C.—Department 
store sales for January were 4 
per cent smaller than in the cor- 
responding month a year ago, ac- 
cording to reports to the Federal 
Reserve System from 628 stores 
located in 275 cities in all Federal 
Reserve districts. 

Inventories of the reporting de- 
partment stores at the end of 
January were 3 per cent below 
the level of a year ago, accord- 
ing to reports from 475 stores in 
217 cities. 

Sales decreased in all of the 
Federal Reserve districts excent 
Boston, which had a 6 per cent 
increase; New York, with a 2 per 
cent increase, and Richmond, with 
an increase of 3 per cent. 

San Francisco alone showed an 
increase in department store 
stocks, the increase in this dis- 
trict being 7 per cent. Stocks in 
the Dallas district were the same 
as last vear, and other districts 
reported lower inventories. 

















| ising every cooperation on the part of 
city officials. 

Fred Wardell, president of the 
Greater Detroit committee and of the 








Meet to Discuss Convention Plans 











Members of special committee of National Shoe Retailers Association 
and Detroit merchants at meeting held in Detroit Feb. 27. Standing, 
left to right J. Lee Barrett, Detroit Convention Bureau; Harry Mc- 
Laughlin, Cincinnati; Miss O. M. Johnson, assistant manager; Clyde 


K. Taylor, Detroit; Arthur Ebbs. 


Seated, left to right: James H. Stone, Chicago, manager N.S.R.A.; 
Wilson, Detroit; A. H. Geuting, Philadelphia, president N.S. 


James 


R.A.; Elwyn Pond, Flint, Mich.; M. A. Mittelman, Detroit 


St. Louis; Otto Hassell, Chicago. 


Eureka Vacuum Cleaner Co., and J. 
Lee Barrett, Detroit Convention Bu- 
reau, and local officers also urged the 
claims of Detroit. 

R. H. Fyfe, pioneer Detroit merchant 
and nationally known figure in the shoe 
industry, was to have been one of the 
prominent figures to welcome members 
of the executive committee, but on ac- 
count of the inclement weather, he was 
advised by his physician to stay in- 
doors. The committee men, however, 
visited him at home. 

In a luncheon address, President 
Geuting paid a compliment to Mr. 
Fyfe. 

“We have always had a deep respect 
for Mr. Fyfe as one of the outstand- 
ing shoe merchants of this country. 
In spite of all the opportunism and 
wild-catting that has gone on in the 
shoe trade, he has been the ‘Daddy’ 
of the square-dealers. He has given 
Detroit good service for 65 years, kept 
up-to-date and built up one of the mon- 
umental shoe stores of the world.” 

Addressing the local dealers, Mr. 
Geuting said the association was work- 
ing to create a solid front between the 
farmer, manufacturer and retailer to 
give the American public the best shoe 
for the least money. 





New Plan to Solve Sales 
Problem 


WASHINGTON, D. C. (UTPS).—As a 
step to preclude sales of job lots of 
shoes at unduly low prices, and also to 
maintain reasonable market prices for 
a firm which may be obliged to sell 
en bloc, the German clothing industry 
and trade plan the establishment of a 
special firm to handle the sales of all 
second and remnants at the end of the 
season, for the entire industry. 

Beyond this, it is planned that the 
proposed new company shall also take 
over all stocks of bankrupt concerns, 
in order to prevent a disturbance of the 
market, such as generally follows sales 
by embarrassed concerns. 

In order to give the proposed estab- 
lishment a semi-official character, the 
firms interested in the project are dis- 
cussing the plan with commercial as- 
sociations and chambers of commerce in 
Germany. 

As explained by A. Douglas Cook, 
American Assistant Trade Commis- 
sioner at Berlin, a dealer having a large 
stock at the end of the season will so 
advise the proposed firm and at the 
same time will give it a sales limit. 
Potential customers then will be sought, 
or the stock will be sold at auction, 
the sales limit set by the delivering firm 
being respected in either procedure. 
The same course will be followed 
when seconds are handled. 





Merrill to Manage Dunn-Taft 
Departments 


CoLumBus, OHIO (UTPS) — C. B. 
Merrill, who has had extensive ex- 
perience as buyer and merchandise 
manager in shoe stores in Atlanta, Ga., 
Boston, Pittsburgh and New Orleans, 
has been named manager of the three 
shoe departments of the Dunn-Taft Co., 
which will soon move into an eight- 
story store buildigg at 108 North High 
Street. The building was formerly oc- 
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cupied by the Z. L. White Co. 
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Tiese striking displays com- 
bine the brilliance of Neon 
Tube with the clear legi- 
bility of Raised Glass Letters 
for continuous effectiveness, 
day as well as night. 








™ Put Your Business 


Out in Front 


O matter where your business place. . . side 

Or main street .. . town or city... you can 
have the power of attractive light, the brilliancy : 
and beauty of a Flexlume electric to attract new 
patronage. 









Sales talk? No! ... the actual experience of 
Flexlume users ... tens of thousands. Your busi- 
ness too can expect and receive more sales from a 
Flexlume. Some are made with 
colored neon tube lights; others 























7 
s —- 
eELinA & Cup, 
with clear-cut raised glass letters Wonderfue 76 
illuminated from within ; then there : in ; 
are flashing, spectacular bulb lamps RR Bee HOES a iw 
—or combinations of these three illuminations, giv- saeinsens ad 


ing you new earnings from better business front 
advertising. 





al 





fo 
Flexlumes have behind them the force of the larg- x - 
est specialized electric sign plants in the world . . . 
million dollar financial responsibility . . . experts, iS 
men trained in electrical advertising ideas . . . an << at 
aad Se opp Ege LE CTR ICI 
interest more in continuous use of your electric sign f AFL yo \ 






than in its mere purchase. 


Without - obligation, let us submit a color € E X L U M 
sketch of an electric sign that will meet your re- 
quirements. FLEXLUME CorporATION, 3042 Mili- (nO) 4-20) -2 WELe), 

tary Road, Buffalo, N. Y. 





Sales and Service Offices in Chief Cities 
of U. S. and Canada QS 
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WHERE TO BUY 
: Men’s Shoes 








NETTLETON 
Shoes of Worth 
‘A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 





























mowesy ALL 


@v STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
ere) 
Leo e sence mr 
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Pumps in Style Picture 


















Its 
Mighty Like 
Our Clothes 

















This new opera pump that has gone 
ng tetova Ehalin, Uo 
tried it out in a tentative sort of way, 
and it proved such a huge success 
that we've ordered a great many more 
in new colors and combinations. For 
it's evidently just what women want 
to wear with fluffy afternoon clothes! 
‘You may have it in these varieties: 


White Moire with gold and silver 
Blue Fos Kid with Python 
Black Kid with Python 


Lord & Taylor 


FIFTH AVENUE NEW YoRK 


*16.50 











The opera pump this season has blos- 
somed out into a fancifully trimmed 
affair, described in this advertise- 
ment as “feminine and frivolous.” 
Pumps are being featured promi- 
nently in the current shoe ads. 











Old Shoe Drive 
in Kansas City 
Nets 4000 Pairs 


Kansas City, Mo. (UTPS)—Ap- 
proximately 4000 shoes of all sizes and 
descriptions lay in front of Cooper’s 
Shoe Stores, Inc., 11 East Twelfth 
Street, recently. 

From 8 o’clock in the morning until 
afternoon children passed in front of 
the store leaving their shoe offerings. 
For each pair of shoes contributed to 
the pile the doner was presented by the 
Kansas City Journal-Post with a ticket 
to the Midland Theater for the per- 
formance of “They Had to See Paris.” 
The child contributing the largest 
number of pairs of old shoes was given 
a new pair of shoes by Cooper’s. The 
shoes were given to the Helping Hand 
Institute, the Provident Association, the 
Goodwill industries and other charita- 
ble institutions. 

All sorts of children, some poorly 
dressed, others handsomely - attired, 
passed in front of the store and left 




















their contributions. The shoes ranged 
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from baby shoes to heavy plow shoes 
and were all sizes. 

George Beene, 12 years old, son of 
Mr. and Mrs. J. J. Beene, 300 Olive 
Street, won the contest by contributing 
thirty-five pairs of shoes. 

The new shoes were awarded the ~win- 
ners at a ceremony in front of the 
Midland Theater, attended by Mayor 
Beach, Conrad H. Mann, president of 
the Chamber of Commerce, and Lou 
Holland, executive manager of the 
chamber. 





Southern Shoe Men in Buying 
Moud 


[CONTINUED FROM PAGE 55] 


plans, it is safe to say that the depres- 
sion will not last more than that many 
months. 

Mr. McGowan urged the retailers to 
give their salesmen a part in the busi- 
ness through commissions or stock in 
the company, while Mr. Burrell urged 
a greater knowledge of business. “The 
fight of 1930,” said he in part, “will 
not be fought with cut prices on shoes. 
It will be fought and won by a thor- 
ough knowledge of facts. We must have 
marksmanship and buymanship as well 
as salesmanship if we are to succeed 
in the shoe business this year.” 

The afternoon, like the morning, was 
again devoted to the inspection of the 
many lines offered, while the high spot 
of the day was the style show, which 
was held at eight o’clock at the Ansley 
Roof Garden, and which compared fa- 
vorably with those held in Chicago 
and other large centers. Tuesday’s ses- 
sion opened with an impromptu talk by 
Anthony Geuting, president of the Na- 
tional Retailers Association, while 
Harry R. Terhune, field editor of Boor 
AND SHOE RECORDER, spoke interesting- 
ly on some of the merchandizing meth- 
ods he had encountered in his travels. 

The feature of this session, however, 
was a talk on “The Orphan of the Shoe 
Industry,” by Arthur L. Evans, di- 
rector of the educational institute for 
retail shoe salesmen. Mr. Evans de- 
clared that the retail shoe salesman was 
the real orphan of the shoe industry. 

“Tt takes more man power,” said Mr. 
Evans, in part, “to sell a pair of shoes 
than to make a pair. The retail sales- 
man represents the final step in a proc- 
ess that has been participated in by no 
less than 300 pairs of hands, and an 
industry of three and a half billion dol- 
lars depends upon his success in sell- 
ing.” 

He urged every store owner and 
manager to consider seriously the 
problem of the shoe salesman, not only 
from the standpoint of giving him the 
requisite knowledge, and the wisdom 
coming from years in the business, but 
also in developing the spirit of coopera- 
tion in the store. 

Miss Hilda Rau, nationally known 
style expert, spoke on styles for the 
coming spring and summer season. 

The meeting closed with a banquet 
and dance held at the roof garden of 
the Hotel Ansley on Tuesday evening. 

Much credit was given Harold Steele, 
secretary of the Southeastern Shoe 
Retailers Association, for the manner 
in which the meeting was handled. 
Ample time was left for the inspection 
of samples, and the cooperation which 
was given manufaeturers went a long 





way to make the meeting the success 
that it was. 
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Sate 


Put the weight of your sales effort 
, this spring behind 


Pon [lacy 


Pontiped 


They are particularly well made, comfortable shoes of 


ZA LZ. 








the type that women should wear most of the time— 
arch support welts. Ponti-peds are the safe line to 


carry in all regular sizes and a range of styles. 


Shoes shown 








here are 
IN STOCK 
in these sizes: 
AAA 5%-9 
AA 5%-9 
2 ie No. W1615 
c iad Black Kid 2 Strap. Center Buckles. Arch 
» ed Support. 139 Last. 16/8 Spanish Wood 
Heel. D width, 4-9, in addition to sizes 
listed at left. $4.50 
No. W2215 
Same in Tropical Tan Kid. AAA to C 
widths. $5.00 












PONTIAC, ILLINOIS 
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PONTIAC SHOE MFG. CO. 
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No. W2401 


Sun Tan Kid Tongueless 4-Eyelet Tie, 
Watersnake Underlay. Arch Support. 
Combination Last. 14/8 Wood Spool Heel. 
Last 138. $5.00 


No. W2432 


Sun Tan Kid 4-Eyelet Gipsy Tie, Tropical 
Tan Kid Tip, Vamp Stay and Underlay in 
Quarter. Arch Support. Combination 
Last. 14/8 Wood Spool Heel instead of 
leather as illustrated. Last 124. $5.15 


















WHERE TO BUY 
Men’s Shoes 








“a MAN’S DECISION” -, 
THE 

byV 

Men’s 

Fime 

Shoe 

SHOE Ola 
Boston—183 Essex Street | ee 

N. Y—015-917 Marbridge Bldg. Mass. 














WHERE TO BUY 
Modernistic Display 


Fixtures 








Personalized Service 


A service that reflects 
the personal attention " 













and services of an ex- 
pert in display, purely 
from the shoe man’s 





angle. 
Display fixtures in 
glass, carved glass, 
wrought iron, bronze. 
Chrome _ steel chairs 
and fitting stools—floor 
mirrors. 





METAL ARTCRAFT 


FIXTURE CO., Inc. 
418 W.41 St. | NEW YORK 4 
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WHERE TO BUY 


Sport Footwear 


ti ett hel cel eli 














BASS MOCCASINS 


- FOR MEN AND WOMEN 


4 that Comfort demands and 
4 Fashion endorses 








WHERE TO BUY 


Shoe Forms 


———™ 











TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 





, shoes. 




















Watersnake and 
Lizard Favored 


on 5th Avenue 


NEw York—The Fifth Avenue Spe- 
cialty Shops all seem to think well of 
the prospects for another reptile season 
in footwear, with watersnake and lizard 
at the forefront for early spring wear. 
Beige watersnake oxfords, opera pumps 
and straps are seen in abundance, with 
other models using reptile for trimming 
touches. A three-eyelet oxford in light 
colored lizard, built on slim lines, and 
using a wide silk lace is selling well. 
Dark brown kid is popular, as well as 
the darker blue shades, and opera 
pumps are emphasized for general 
wear. 

Saks Fifth Avenue shows a blue 
suede slipper, with lizard and kid strap 
and trim. Bright colored heels are 
shown here on evening slippers, making 
a smart effect. White satin pumps with 
flaming red heel cover and red velvet 
bow to match, are striking. The same 
idea is carried out in several other com- 
binations. 


Delman has a cut-out tie model in 
pastel shantung, using inlays of lizard 
and matching kid. This shop had a 
novel display in its second floor window 
recently—a shoe measuring 42 in. over 
all, decorated with a mammoth rhine- 
store buckle, said to be the largest ever 
made. This buckle contained 7000 stones, 
and revolved with the shoe slowly. Set 
on a glass base, it seems to be sus- 
pended in mid-air. Two strong lights 
played upon it continually, and shown 
against a black velvet back drop, the 
effect was interesting. 


Nancy Haggerty displays a step-in | 


pump with leather instep bow, and sev- 
eral close rows of stitching edging the 


collar, the bow, and setting off a fancy | 


tip. The fine stitches are in varying 
shades to harmonize generally with the 
body of the shoe. This shop also shows 
a walking one-strap, with perforations 
and piping on the vamp to simulate a 
moccasin effect. 

A very pretty evening model made 
by Delman, of light blue _ brocade 
flecked with tiny silver crescents, and 
edged with silver kid to represent the 
star-studded sky, calls for special com- 
ment. 

Advance summer models shown by 
Sommers, Inc., include a white buck 
sport oxford, with patent tip, heel fox- 
ing and lace piece, and rows of stitched 
perforations radiating from the shank 
across the body of the shoe. The same 
model is carried in beige kid with brown 
kid trim, and in white buck with tan 
calf trim. 

Other interesting styles noted in 
spring displays include a brown. kid 
strap pump using scroll work trimming 
of gold kid on the vamp, and gold kid 
piping; a step-in pump of beige kidskin 
with beige watersnake quarter, and a 
leather bow; a two-eyelet tie of light 
brown kidskin, using beige watersnake 
lace tabs and heel foxing in an odd pat- 
tern; a one-strap of beige kid, with 


beige watersnake vamp appliqued with | 


patches of contrasting kid. 
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Nunn-Bush Earnings Gain 
Over 50 Per Cent 


MILWAUKEE.—An increase of over 50 
per cent in net earnings during 1929 
is reported by the Nunn, Bush and Wel- 
don Shoe Company of Milwaukee. Net 
after taxes and deduction of the em- 
playes’ profit sharing fund was $328,- 
680, compared to $212,499 in 1928, 
$265,108 in 1927 and $224,140 in 1926. 

Both in value of output and in profits 
the company had the best year since the 
war. Sales were $5,018,911, an in- 
crease of about 15 per cent over the 
1928 figure of $4,375,846. 

Per share earnings on the common 
stock were $4.24, and dividends on the 
first preferred stock were earned more 
than six times. 

During the year the company made 
702,925 pairs of shoes, against 612,525 
in 1928, 648,102 in 1927, 700,574 in 
1926, 752,559 in 1925, 760,091 in 1924, 
813,051 in 1923, and 671,546 in 1922. 
The line of shoes manufactured has 
been of a more expensive type in recent 
years, according to J. B. Buchanan, 
treasurer, thus accounting for larger 
production in doliars in 1929, although 
the number of shoes produced was less 
than in 1923, 1924 and 1925. 

Twenty-eight new retail outlets were 
opened in 1929, making a total of 
eighty-two stores and departments now 
owned and operated by Nunn-Bush. 
The policy of operating company owned 
stores and departments in centers of 
large population throughout the coun- 
try is reported to have stabilized fae- 
tory production and helped to improve 
the sales of independent dealers. 

The company’s output during 1929 
was increased to 3000 pairs a day. 





Dickerson Company Takes 
Over Logan Factory 


CoLUMBUS, OHI0O.—Walker T. Dicker- 
son, president of the Walker T. Dicker- 
son Company, Columbus, Ohio, former- 
ly the Riley Shoe Manufacturing Com- 
pany, announced last week the acquisi- 
tion of the modernly equipped shoe 
factory at Logan, Ohio, recently aban- 
doned by the Julian & Kokenge Com- 
pany of Cincinnati. 

The Logan factory consists of a three- 
story building with an aggregate floor 
space of about 25,000 square feet. It 
has a capacity of about 1000 pairs of 
shoes daily. With the acquisition of 
this plant, the daily capacity of the 
Walker T. Dickerson Company has been 
increased to 2500 pairs. Mr. Dickerson 
states that the Columbus plant will 
produce Arch Relief welts and high 
style Compos, while the Logan plant 
will produce sport welts and Kollege 
Kicks for young women. 

At a recent meeting of the stockhold- 
ers, the following directors of the 
Walker T. Dickerson Company were 
elected: Walker T. Dickerson, Louis G. 
Argus, Louis F. Rinehart, Hirma Gor- 
don, John Zuber, Charles G. Shriner. 

The officers of the company are as 
follows: Walker T. Dickerson, pres- 
ident and treasurer; Louis G.~Argus, 
vice-president; Louis F. Rinehart, sec- 
retary; Hirma Gordon, general super- 
intendent of both factories. 

Charles G. Shrfmer will act as di- 
| rector of advertising and publicity. 
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Feature Shoes of Navy-Blue Kid, 
Because Navy-Blue Will Be the 
Volume Seller for Easter Costumes. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








WOMEN’S D’ORSAY SLIPPERS 


an 
MEN’S OPERA SLIPPERS 

Made by the manufacturers of 

“Footgluv’’ Pullman Slippers 
Nationally known. 

Samples and prices on request. 

SWAN SHOE CO., INC., Baltimore, Md. 

MANUFACTURERS 





New York Office: Room 551 Marbridge Bidg. 














GENUINE _/ 
BLACK KID // 
BOUDOR 


Quilted Sock 
LEA ER 





C and D widths 2% to 9 


ABBOTT SHOE COMPANY! @ 
NO. READING, MASS. 
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The Daytime Slipper 
mH 


Pha & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 








The Last - ~ 
Word in 
Quality 
Speen a 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 


Prices from 
W. S. CHASE & SONS 
$2.15 to $8.50 Haverhill, Mass. 


Besten Office: Reom 501, Statler Bldg. 























Director and Manager 














Frank R. Cahill 


CoLUMBUS, OHIO—At a recent meet- 
ing of the board of directors of the 
Julian & Kokenge Co., Frank R. Cahill 
was elected a director of the Julian & 
Kokenge Co., Cincinnati, and of the 
Lape & Adler Co., Columbus. He was 
also appointed managing director of the 
Lape & Adler Co. 

Foliowing the policy of the Julian 
& Kokenge Co. and their allied inter- 
ests, their executives in selecting a man- 
ager for the Lape & Adler Co. did so 
with one thought—that was to secure 
a man of long experience and one who 
had a record of brilliant accomplish- 
ment as an executive, stylist and mer- 
chandiser of shoes. H. N. Lape, presi- 
dent of the Julian & Kokenge Co., says 
of Mr. Cahill: “He is one of the out- 
standing shoe men of America and I 
am proud to have him associated with 
us in such a responsible capacity. His 
personality and his merchandising 
achievements are known to a great ma- 
jority of the shoe industry. His record 
as a factor in American shoe merchan- 
dising stands as one of outstanding 
resourcefulness and comprehension of 
what merchants want and how to give 
it to them. The nationally known Foot 
Friend shoes that we have been pro- 
ducing in the Lape & Adler factory 
have grown to such proportions that 
it is necessary to secure more talent 
and that greater supervision be added. 
Our first step to this end is the acquisi- 
tion of Mr. Cahill.” 

The Lape & Adler Co. is well pro- 
vided with seasoned and successful ex- 
ecutives. Howard B. Lape is assistant 
manager, and in addition to his duties 
as such, has direct charge of the office 
and production. Henry Hobstetter, the 
superintendent, has been associated 
with the company for eight years. 
Minor P. Wilson, financial and credit 
manager, has been with the organiza- 
tion since its start in 1921. H. 
advertising manager, who also has been 
associated with the Lape & Adler Co. 
for nine years, will continue to enlarge 
the successful sales promotion plans 
that have been available to Foot Friend 
and Lape & Adler dealers. 
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Black and Cocoa Brown 
Kansas City Leaders 


Kansas City, Mo. (UTPS)—Darker 
shades in shoes are having the early 
call in the shoe department of the John 
Taylor Dry Goods Company and other 
stores here. “Dark colors in footwear 
in contrast with lighter shades of en- 
sembles is our present demand,” H. C. 
Vollrath, buyer, said. “Black shoes are 
the best sellers, with cocoa brown fol- 
lowing with a good demand.” 

Light shades are also selling, the 
department reports, the always popular 
beige is having its usual demand, and 
beige and gray watersnake has had 
some good action during the early sea- 
son. The one-strap with the high 
Cuban heel leads in style type. 

“We anticipate a fine summer season 
in sandals, our big sellers of last year,” 
the buyer continued. “Eggshell, beige 
and white kids will be our good call, 
and various cloths we expect to be 
equally as good. We have also a good 
spectator sports demand which will be 
met with white buck, trimmed in tan 
or black.” 


Edwards Store Leases Space 
in Atlanta 


ATLANTA, Ga. (UTPS)—Space at 
the corner of Alabama and Whitehall 
Streets has just been leased on long 
terms to the Edwards Shoe Store Com- 
pany. 

The space under lease, which is now 
being remodeled, includes the basement 
and street level floors at 53 Whitehall 
Street, measuring 113 feet on White- 
hall and the same distance on Alabama 
Street, and, with the alterations now 
being made, will afford the store a 
street level floor for its higher grade 
merchandise and a basement floor with 
entrances both from the main store and 
Alabama Street in which sales of lower 
priced shoes will be featured. 

Since its opening in Atlanta seven 
years ago, the Edwards Shoe Store 
Company has been occupying space in 
the basement of the W. T. Grant Com- 
pany store at 82% Whitehall Street. 


Sol I. Yudelson is president of the 
company; D. L. Speilberger, vice-presi- 
dent and general manager, and Earl 
Rogers, manager. 


Richard Sherrington Talks to 
Cincinnati Ad Men 


PoRTSMOUTH, OHIO0—Richard Sher- 
rington, advertising manager of The 
Selby Shoe Co., Portsmouth, Ohio, was 
the guest of honor and principal 
speaker at the weekly luncheon of the 
Cincinnati Advertisers’ Club, Wednes- 
day, Feb. 26 at the Hotel Gibson. 

Mr. Sherrington spoke on “Advertis- 
ing from the Sales Viewpoint.” 


For fifteen years Mr. Sherrington has 
been actively engaged in selling and 
manufacturing shoes. Prior to joining 
the Selby organization, he was associ- 
ated with a large Milwaukee shoe 
manufacturer as sales and advertising 
manager and was,also general manager 
for a prominent Cincinnati shoe con- 
cern. 
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THE PERFECT INNERSOLE 


PERMANENTLY FLEXIBLE LIGHTER IN WEIGHT 
UNIFORM IN QUALITY AND THICKNESS 
CUSHIONING RESILIENCY MOISTURE ABSORBENT 
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These are some of the reasons for 
the quick acceptance and ever in- 
creasing use of Onco innersoles by 
progressive shoe manufacturers. 


BRANCH OFFICES 
IN ALL 
PRINCIPAL CITIES 











FOUNDED 16852 








BRANCH OFFICES: 


NEW YORK CITY 
233 BROADWAY 


ATLANTA, GA. 
1023 CANDLER BLDG. 


SAN FRANCISCO, CAL. 
68 SUTTER STREET 


BOSTON, MASS. CHICAGO, ILL. 
76 LINCOLN STREET 110 SO. DEARBORN ST. 


ST. LOUIS, MO. PITTSBURGH, PA. 
1012 ARCADE BLDG. 1626 OLIVER BLDG. 


MINNEAPOLIS, MINN. MONTREAL, P. Q. 
736 PLYMOUTH BLDG. 509 NEW BIRKS BLDG. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesroom 
40-46 West 25th St., New York City 














WHERE TO BUY 


Women’s Novelties 
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BiARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUMF 
















BIARRITZ SANDALS 
33 W 27th ST.. NEW YORK 

















All leather imported Czecho Sandals 

72 pair of a color and pattern to each 
. case. 

Sample cases of moulded Berta, Sonia’ and Riga, 

also London ay, can be shipped for your in- 
spection from New York. 

. DAVID, General Manager 

THE R. STERN CO., 303 Fourth Ave., New 

Direct factory representatives 


York 











WHERE TO BUY 


Store Fixtures 





[CONTINUED 


_ “‘What’s the practical good of a sheet 
like this anyway?” asked Young. 

_ “It gives much more reliable informa- 
tion than do the boys on the floor. 
Their attention is continually drawn to 
the shoes that are seiling, and away 
from those that are noc selling. I 
watch this book constantly. I can 
identify the slow styles quickly and 
positively, and we go aiter then before 
they become old stock. We plan our 
clearance sales from the stock book, not 
from the shelf. 

“Remember this, Elmer. Most dead 
stock was once good stock and then 
gradually tecame slow stock. It died 
usually because the. owner ‘saved 
money’ by not applying a drastic reme- 
dy early, when it began to show signs 
of sickness. Without a stock book he 
probably wouldn’t know it was sick till 
it was too late. 

“This style 841 didn’t go so well ex- 
cept right at the start. But by watch- 
ing it carefully, reducing and P.M’ing 
it at the right time, we finally got a net 
mark up of 32.6 per cent out of it. The 
most accurate way to tell whether a 
shoe is selling is to look at its actual 
record, not to trust someone’s opinion— 
not even your own.” 

“What’s this turnover number up 
here in the corner?” Young queried. 

“Ah, now follow me closely, for it 
took me a long time to figure how to 
get, in an easy and simple way, the val- 
uable information shown on the Totals 
Sheet (Fig. 2.). That little turnover 
number classifies the shoe as to ma- 
terial, price and heel. Here’s how. 


A. $10.00 High Heel 
B. 8.00 High Heel 
C. 6.00 High Heel 
D. 10.00 Low Heel 
E. 8.00 Low Heel 
F. 6.00 Low Heel 
1. Black Kid 

2. Sport 

3. Patent 

4. Suede 

5. Satin 

6. Brown and Beige 
7. Blue and High Color 
8. Evening 

9. White 


“E3 would be a patent, $8 low heel; 
A5 a satin $10 high heel ete. These 
numbers do not appear on the shoe nor 
on the sales ticket because we usually 
make changes in classification from 
time to time to fit each season‘s ma- 
terials, as I shall explain later. 

“Every week Miss Gilman goes 
through the stock book totaling the 
stock and sales for the week on each 
style. As she marks each sheet she 
also lists these same totals, according 
to their respective turnover numbers, 
on a- kind of temporary work sheet. 
All the Al’s go together, all the F6’s 
together, etc. See? These are then 
added and go on the Totals Sheet as 
you see them. 

“It hardly seems possible, but the 
extra time spent in splitting the grand 
totals into heel, price and leather totals 
is only about two hours once a week. 
And we find this sheet tells us very 
nearly everything possible to know 





about a stock. 
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Adventures in Merchandising 


FROM PAGE 45] 


> 


“For instance, look at the black kids. 
You see the stock on hand and sales 
for the week in each price, high heel 
and low heel. There is a total of 302 
black kid high heels and we sold 11 
pairs last week for a 1.9 time turnover. 
We have 383 low heels and sold 18 for 
a 2.6 turnover. 

“The column next to the last shows 
the total high heels in each price and 
the same thing for low heels. Then the 
last column lists the grand total stock 
and sales for the week in both heels 
combined. 

“Figuring the turnover was a long 
job till I ran across a chart in THE 
Boot AND SHOE RECORDER (Fig. 3.). I 
keep it pasted on a card board. You 
find the number of pairs in stock down 
the left hand column and the weekly 
sales across the top, using the nearest 
number, of course. Where these two 
lines cross is the rate of turnover. If 
the numbers are larger than the chart 
goes, just divide both stock and sales 
by 2 and get the answer the same way. 

“This system is very flexible too. The 
suedes are about gone now so when 
our woven vamps come in next week 
we’ll give them Number 4 and put the 
suedes in with some other material. 
Then next fall, when suedes come back, 
we'll give them a separate column 
again. 

“At present the greens are in with 
the blues. But if green should become 
an important factor I can go through 
the book and in ten minutes change al! 
the greens from No. 4 to No. 10. We 
keep an extra column for such emer- 
gencies. 

“There’s the reason we do not let 
our stock numbers represent the shoe’s 
material, as some retailers do. The 
proper classification of materials is 
constantly changing so we find it better 
to have the stock number show the 
price. When a shoe is reduced the 
salesman always knows its original 
price by its stock number. 836 means 
$8, 618 is $6, etc.” 

“Well, Charley,” Elmer spoke up, “I 
must say you have the most complete 
record I ever saw, but I see one serious 
mistake. On your stock sheet when you 
changed No. 841 from $8 to $6 you 
should have changed its price letter 
from E, the $8 symbol, to F, the $6 let- 
ter. Then the sales would be in the $6 
class where they belong.” 

“Ah, but you’re wrong; Elmer. All 
sales must be recorded in their original 
price divisions, regardless of their 
actual selling price. Think a minute. 
Suppose that during the season we re- 
duce 500 pairs of $8 shoes to the $6 
price division. If we: put those 500 
sales in the lower class and used those 
figures to guide our buying, we would 
then buy 500 more $6 pairs and 500 
fewer $8 shoes than we did the season 
previous. 

“If we did that we would be constant- 
ly lowering the standard of our stock 
every season, for we have mark downs 
every season. The facts are we have to 
buy the season’s mistakes just as well 
as its successes. Lowering our grades 
is distinctly not the way to avoid mark 
downs. i 

[TURN TO PAGE 84, PLEASE] 
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A reproduction of JAVRING, 
the simulated Java Lizard ef- 
fect, now being reproduced 
by the Lilly Leather Com- 
pany, which has created wide- 
spread comment among the 
leading shoe buyers and de- 
signers of the country. 






JAVA LIZARD 
FOR SPRING 


From the fashion thorough- 

fares of the country, Fifth 

and Park Avenues, New York 
‘Wu City, comes the endorsementguggggg 
of Java Lizard, acclaimed by 
leading stylists as the out- 


ees * (2 ding reptilian leather  _—— 


Spring wear. 


And with it, of course, comes 
the unqualified approval of 
JAVRING, a simulated repro- 
duction of Java Lizard by the 
Lilly Leather Company, which 
has created wide-spread com- 
ment among leading New 
York buyers and designers 
who naturally are in search 
of the finest reproduction of 
this unusual reptilian skin. 


Java Lizard is destined to lead 
the reptilian family in the 
demands of footwear stylists 
this year, and, of course, this 
means that JAVRING will be 
in equal demand because of 
its exact reproduction. 


SEN aR of Lilly’s JAVRING peers 


lizard, in a wide range of 
colors, will convince you why 


Pe well-known firm has re- 
eat tes 


tained its position of leader- 
ship in the reproduction of 
reptilian effects since the in- 
troduction of such leathers in 
the footwear field. 


Nour ~ 
ERS 


silly 


LEATHER COMPANY 
192 SOUTH ST., BOSTON, MASS. 
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WHERE TO BUY 


Shoe Ornaments 
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THE 
REYNOLDS <@{/(Q> COMPANY 
7 Eddy Street 
Providence, Rhode Island 
| MANUFACTURERS 

SHOE ORNAMENTS 

JEWELRY NOVELTIES 

EXCLUSIVE DESIGNS 




















WHERE TO BUY 
Ballet Slippers 











BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss.Childs 

600—(Top Grade) 1.45 1.40 1.45 
609— 1.30 1.25 1.20 
Coast Prices Slightly Higher 


Brooks Shoe Mfg. Co. 
Philadelphia— 
Swanson and Ritner Sts. 
















lessee 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Ciild’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 











BALLET SLIPPERS—IN STOCK 

ef the unusual kind 

Bie2 Bik. Kid Hand Turn 
Seft Tee 

11—$1.35 


4a s 6 to 3 
11% to2— 1.40 
Women’s 2% to8— 1.45 
Hard Toes 
SCHWARTZ &2 HERDER, Inc. 
Specialists in Gallet and Comfort Silippers 
241 No. 11th St., Philadelphia, Pa. 


poe 
Rights and Lefts 
Two Grades 
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Im Stock 
825 West Monree 


wi. 
SUMNER 
Chicago, Ill. 











Adventures in Merchandising 
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“Stock records are for two purposes, 
to help you buy next season and to help 
you sell this season. The systems that 
compute sales on a monthly basis may 
be all right to guide next season’s buy- 
ing, but they are too slow to help this 
season’s selling. This way I get every 
week’s totals by the following Tuesday, 
while the information is hot. 

“Then further, suppose I find we 
sold 300 whites last May. It’s very im- 
portant to know what weeks we sold 
them in, so I’ll know how early we need 
to receive whites. This sheet shows 
just when we received them last year 
nd how many. The sales show whether 
or not we needed them that early.” 

“What is your dividing line between 
high and low heels?” asked Mr. Young. 

“All two inch heels, whether straight 
or curved, are now low heels in the 
customer’s mind and we so classify 
them.” 

“I supposed all good stock records 
kept sizes on each style in the book,” 
Young remarked. 

“Keeping sizes that way,” Charley 
answered, “more than doubles the book 
keeper’s work and produces no informa- 
tion which we do not get in an easier 


way. 

“We used to make one kind of mark 
for sizes on order, another when they 
came in, and a cross when each size was 
sold. Well, suppose you order 40 pairs 
and in due time 38 come in. In most 
cases you are never going to get those 
other two pairs, but the stock book 
shows them still on order. That misin- 
formation deceives instead of helping. 

“When a merchant buys in-stock 
shoes, nothing gets his sizes more tan- 
gled up than to have the factory ship 

art of the sizes and back order the 

alance. We have standing instruc- 
tions with all factories not to back or- 
der anything. 

“There are so many chances for error 
that no buyer would think of reorder- 
ing a ing from the book sizes. He 
goes to the shelf for the correct sizes.” 

“But aren’t sizes important?” asked 
Elmer. 

“Extremely so, and I’ll explain how 
we try to control our sizes. . . .” 

“Great guns!” exclaimed Elmer, “It’s 
ten minutes till train time! I'll be up 
next week to hear some more. Good 
bye, Charley.” 


Abbott Company Sold 
To G. H. Bass & Co. 


WILTON, MAINE.—G. H. Bass & Co., 
well known manufacturers of moccasins 
and moccasin-type sport footwear, an- 
nounce the purchase of The Abbott 
Company of Yarmouth, Maine, manu- 
facturer of a similar line in high grades 
and best known as the producer of the 
Sportoccasin golf shoe. 

Donald B. Abbott, who originated the 
Sportoccasin and who has been actively 
the head of the Yarmouth company 
since its organization seven years ago, 
has been forced by ill health to retire 
for a time from all business interests. 
The Abbott factory will continue to 
operate at Yarmouth with the same 
factory and management personnel as 
in the past. The line, however, will 














be handled by the Bass sales force. 
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H. D. Erk Advanced 


CINCINNATI, OHIO.—H. D. Erk, who 
for several years has been associated 
with The Lape & Adler Company, 
Columbus, Ohio, in charge of advertis- 
ing, has been made advertising man- 
ager of both the Lape & Adler Company 
and the Julian & Kokenge Company. 
Mr. Erk will move to Cincinnati some 
time this month and while the greater 
part of his time will be devoted to the 
J. & K. line, frequent trips will be made 
to Columbus. 





March Shipments to Be 
Heavy, Is Predicted 


CINCINNATI, OHIO.—Business in the 
wholesale district was rather spotty for 
the first month of the year and ship- 
ments were under those for the same 
month of 1929. Figures for February 
shipments are not available at present 
writing but it is thought that they will 
be large enough to pull up the average 
for the first two months to a figure 
equal to that of the first sixty days of 
last year. 

It is predicted that shipments for the 
month of March will be exceptionally 
heavy and judging from the number of 
last-minute orders coming in to local 
houses the latter part of February, 
there will be no disappointment on that 
score. Merchants are avoiding stock- 
ing up heavily on any one thing but are 
buying a little of everything that is of- 
fered. 

The demand for black continues 
rather conservative as shown by orders 
at some plants, while those at others 
show that the demand is increasing. 
Dull kid is outstanding just now and 
the beiges are getting lots of play. Blue 
is good and grays and whites are in 
pretty good demand. 





To Get More Tans on 


Men’s Feet 
[CONTINUED FROM PAGE 69] 


are hardly sporty enough for college 
and prep school men. But he felt that 
by pushing them as stylish and proper, 
their sale even to this class of custom- 
ers might be increased. 

The New York State merchants 
“started something,” and they decided 
to advocate that all the shoe merchants 
in New York State advertise and push 
tans as summertime day shoes at the 
beginning of the warm season. They 
advocated making the week of April 
28 to May 3 inclusive “Tan Shoe 
Week.” President Park said that his 
attention had been called to the fact 
that light browns, grays and other light 
shades will be particularly popular in 
men’s clothing the coming spring and 
summer, and that tan and gray spats 
are expected to sell right along with 
these shades of clothes. “Nothing bet- 
ter than tans for light colored clothes,” 
declared President Park. 

Someone suggested that this might 
be made a nation-wide movement with 
the cooperation of the trade press and 
fashion writers in men’s magazines and 
newspapers, and in addition to sending 
out a bulletin to all their members in 
the Empire State, the N. S. R. A. and 
other shoe retailér®’ associations might 








be asked to join in the movement. 
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Unexpected Visitors 
Crashing in from the Skies 


Something to think about! . . . While 
the safety factor is constantly becom- 
ing greater, the fact cannot be 
ignored that wherever machines are 
flying, there is the ever-present dan- 
ger of a plane crashing into your 
home or your business property. A 
new CENTRAL Aircraft Policy is 
designed especially to protect prop- 
erty-owners against loss from crash 
or fire damage resulting from such an 


accident. 














from Financial Statement tection. 


Total” —pppeegany in 
force ......... $395,247,955.00 
Total assets .... 184,607.00 


Cash 


i paid in 


m4 paid from 

organization to 

January i, 1930 13,676,710.00 
Dividends paid in 

errr 826,001.00 
Dividends paid 

from 


tion to January 
1, 1930 


“An old line, legal reserve, Gitiend 
paying 


Significant Figures 


of January 1, 1930 


surplus ... 1,951,815.00 
conesecee 1,143,694.00 


*-CENTRAL “= 


Manufacturers Mutual Insurance 





Since its founding in 1876—over half 
a century ago — CENTRAL has 
always enjoyed a reputation for con- 
scientious service, fair adjustments 
and prompt payment of losses. Its 
stability is unquestioned; policies ab- 
solutely safe. It is a conservatively- 
managed mutual company, returning 
a dividend which for the last nine 
years has represented an actual sav- 
ing to policyholders, of 30% in insur- 
ance cost. 


For Fire, Automobile, Tornado or Aircraft Insurance, CENTRAL 
policies command the interest of every careful buyer of insurance pro- 
All policies written through local CENTRAL agents. There 
is probably one in your territory. Full information, with name of 
nearest representative, on request. 


A ae 


of Van Wert. Ohio. 





organiza- 


eeeee 6,856,196.00 ||FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SELECT RISKS 








l fire pany.” 
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WHERE TO BUY 
Spats 
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BOND STREET 
hpats 





spats — bw 

made over here an¢é 
Very complete fi. 
prices and all eor 
jatios 


ally advertised 

Write for price list and samples. 
THE WILLIAMS MFG. CO 
PORTSMOUTH OHIC 
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CHURCH’S 
Imported LINEN Spats 


in white, grey and tan, also SAILCLOTH 
spats. 
Used” for formal and theatrical affairs. 


LYONS & COMPANY 
122 Duane St., New York, N. Y. 








DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 







All Selling Colors 
tio 50 to $36.00 per dosen 


Samples on Reques 
STAR FOOTWEAR MFG. 


Howard and “Norris 
Philadeiphis 














Te insure imme 
diate delivery—ws 
maintain a com 
plete stock of fin: 
epats to retail from 
61.50 to $5.00 


Send for price 
S. Rauh & Co 


650 Sixth Ave 
New York City 





SPARTON 





This new 
idea in spats 
this fall will 
make you 

profits. BEFORE 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


*Twice as easy to sell as ordinary spats. 


AFTER 





CHAS. F; CLARK, Inc. 
1403-1408 W. Congress St., CHICAGO 











Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 47] 


And the few you do use look after you. 
Certainly no one could go out of his 
way to help more than Joel P. Grant of 
the Printip Shoe Co. But then he 
should, seeing how much business he’s 
getting from you now.” 

Billy chuckled. “That’s true, yet 
when I started I figured that the more 
people I traded with the more bargains 
I could pick up. Gosh, I sure was the 
prize flat tire when I started in busi- 
ness. But what I want to know is 
where’s the men’s trade gone?” 

Jack coughed and then said, “I have 
an idea, old chap. I think the men 
figure we are specializing on women’s 
and cnildren’s shoes, so they naturally 
go somewhere else. Men don’t like to 
visit women’s stores. I know you 
could not bribe me to go to the places 
that sell women’s underneath things, 
and I guess most fellows feel the same 
way.” 


Ruy gave June a broad smile and 


said: “Gorgedus, Jack has it. 
That’s the reason. Now what to do 
about it?’ 


The three young people scowled 
thoughtfully. Billy tugged at his left 
ear, June rattled her pencil between 
her teeth and Jack hugged his right 
knee. All three gave their characteris- 
tic evidences of deep thought! Sudden- 
ly Billy burst out laughing; the other 
two were struck at the same time with 
their funny attitudes and soon the little 
store rang with peals of laughter. It 
seemed to relieve the strain which they 
had been under; the air of serious 
thought was gone. 

“Let’s call it a day,” Billy remarked. 
“T think I have an answer to the men’s 
problem. I’ll work up a telephone cam- 
paign. Every day I’ll call up half a 
dozen or more men and give ’em a two- 
minute telephone talk about our men’s 
department.” 

“Yes,” June added excitedly, “And 
tell ’em that you fit them personally. 
You know, big boy, you have quite a 
rep as a fitter. You ought to cash mm 
on it more than you do.” 

“True, fair damsel, I’m a marvel, I 
know. But modesty prevents me from 
saying so.” 

“First time modesty did you a dirty 
trick.” June looked pert as she spoke. 

“Tet’s go. Join us, Jack?” Billy 
smiled as he spoke. 

Jack declined. Not that he didn’t 
like Felkington’s ice cream, but he de- 
cided when he first came to work for 
Billy that he would be careful to leave 
Billy and June by themselves out of the 
store. His consideration was appreci- 
ated, but every night the same ritual 
was gone through. 

When the two young people were 
served June asked. “Tell me. honey, if 
anything is bothering you. You get so 
serious at times lately, that I some- 
times hardly recognize my old hot.” 

“Me? Serious? Quit kidding, mag- 
nificient. When you and I are together 
like this I feel as though I had but one 
thing in the world to worry over.” 

“What’s that?” June aked innocently. 

“When you and I can get married, 
wonderful. The business is making an 
honest profit now—” 





“Oh. honey,” June interrupted quick- 
ly. “When your mother comes home 





86 











BooT AND SHO: 
combining TH 


tomorrow, tell her that I have quite 
fallen in love with your home. I think 
it’s. perfectly darling.” 

“Sure I will.” Billy felt bewildered 
and as though he had been skillfully 
side-tracked. “But why not drop in and 
tell her yourself?” 

“She'll possibly prefer to have you 
tell her honey.” 

Billy shook his head 
Women were beyond him. 

Three important things happened the 
next day; that is important to Billy, 
even though he did not recognize their 
significance at the time. To begin with 
his mother returned from Philadelphia. 
He met her at the station and was 
pleased to see her looking better than 
she had at any time since his father’s 
death. To the question, “How did you 
get along, Mom?” his mother said with 
a quiet smile. 

“William, my dear, you cannot tell 
how pleased I was to be with Aunt 
Agatha. She’s my only sister you 
know.” 

On the way to the house Billy men- 
tioned that June and her mother had 
visited him while she was away, and 
that June had fallen in love with the 
old home. Mrs. Rogers smiled thought- 
fully and a little sadly. Billy thought 
of the picture, Mona Lisa, yet he could 
not tell why. 

Hardly had they got in the house 
when the telephone rang. It was 
“Lilacs” to tell Billy that Featherfew, 
Morland’s brother-in-law, was at the 
store and wanted to see Billy at the first 
chance. 

Billy glowered; he cordially disliked 
the man, and felt that he was really at 
the bottom of all the trouble between 
Morland and himself. His first im- 
pulse was to say he wouldn’t see him, 
but he decided it would be better to 
do so. “Tell him I'll be there in an 
hour.” 

He then helped his mother take her 
things off and get settled again. Eliza- 
beth, the little maid of all work, buzzed 
around with delight at having her loved 
mistress back again. 


impatiently. 


AS Billy turned to get his hat and coat 
his mother said in quiet, hesitant 
tones. “William, your Aunt Agatha 
sends her love to you and wants to see 
you. She said”—Billy’s mother -again 
gave that subtle smile—“that you 
might plan to spend part of your honey- 
moon in Philadelphia.” 

Billy suddenly recalled June’s queer 
refusal to think of marriage except in 
her own home, and of his determination 
not to let his mother be alone in the 
world. He felt his. throat tighten. 
“What a lot of perplexities there are in 
life,” he thought. How the threads of 
other peoples’ interests and welfare 
cross and zigzag through one’s own 
plans and hopes. And how, in spite of 
all one’s efforts, fate seemed to decide: 
and all there was to do was to accept 
the conditions with as good a heart 
and courage as one could. 

“Time enough to talk bout that, 
Mom, when... when... we are all 
ready for it,” he ended lamely. 

“What do you think your Aunt 
Agatha suggestedWilliam? She wants 
me to live with her in Philadelphia. 
She is all by herself and she figured 
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; IN STOCK 
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ry 
FOR IMMEDIATE DELIVERY 
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u Made in Czecho- Made in France 
Slovakia 
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e . Hand Sewed McKay in stock in Lita (Weavette) 
Finely made McKay. In stock in case White/Black 
t lots of 36 pair runs of a color, widths bsta/etast All hand made in Paris, serviceable 
ABC. . Beige/Brown double sole, in stock only in B widths, 
d Beige. Widths AA, A, B............ $5.00 in any quantity or size proportions in 
t Beige with White. the following colors: 
n Beige with Brown. 
np Beige with Green at $3.25. All Beige. 
' Beige/Havana. 
° All White. Beige/Green. 
ad White/Black. Beige/Blue at 85.00. 
n White/Beige. 
White/Red at $3.75. 
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] D —— ~ 
° na Gilda Della (Weavette) 
q ved McKay i AND SEWE 
: Hand sewed McKay. In stock in case Sone eae as ony HAND GEWED 
lots of 36 pair runs of a color, widths Brown and Bless Widths AA to C at 87.50. A limited 
ABC. Biege/Brown stock of this and other attractive 
> All white. $4.85 patterns in this price range are always 
. White/Beige. — available from stock in small runs to 
1 White/Black Patent at $5.00. TERMS 5% 10 DAYS.* insure their exclusiveness 
f 
p 
1 
: EFFERSON Import Co., 1 
. ee ~ Cc . 
t ORIGINATORS OF WOVEN SANDALS 
Marbridge Building 
1328 BROADWAY NEW YORK, &. Y. 
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WHERE TO BUY 
Children’s Shoes 








Approved by Medical Men 











IDEAL BABY SHOE CC. 


MRS. A. L. DAY 
887 Fourth Avenue 
New York 
823 W. Jackson Blvd. 


1807 Washington Ave. 
St. Louis 


49 Fourth 8t. 
Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 














hh 8 


WHERE TO BUY 
Children’s Slippers 


No. C7306—Allsizes in stock 
Wain ies cat a 
cular of line of 
Rest - Slippers. 
Athletic Shee Co. 

held Ave-, Chicago 








WHERE TO BUY 
W ork Shoes 









SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 


For Hard Service and LongWear’ 


BB Work and Service Shoes In Stock BB 








WHERE TO BUY 


Women’s Shoes 











TEE JOMX, SGSET® SHOR CO, Dee 














that if . .. when you got married, I 
should also be alone.” Billy turned to 
protest, but she put up her hand, and 
in sweet tones went on. “Ah, no 
William. You are a good son, and I 
think too much of my boy to stand in 
his way. There can only be one head 
to a home, just as there can in busi- 
ness. I’ve been head of my home for 
so long, William, that I’m too old to 
change. But Agatha and I get along 
so well together that it would be nice 
for us both. Of course I don’t want 
to lose my boy. But I must admit that 
the thought of being with my sister 
attracts me. But don’t do anything 
hasty on my account, will you William? 


& Billy walked to his store his mind 
was bewildered with the rush of 
thoughts and possibilities which his 
mother’s words had conjured up. He 
had a vague feeling that his mother 
and June knew things that he could 
not understand. 

His mind clicked back to business the 
moment he entered the store. There 
was Featherfew, leaning against the 
desk, talking in lazy semi-confidential 
tones to Jack, who looked embarrassed. 

“Want to see me, Featherfew?” Billy 
asked brusquely. He had difficulty in 
keeping his dislike for the man out of 
his manner. 

“Yeah. I got some good news for 
you. I got something to tell you in 
strick confidence.” 

“TI guess you better not. I don’t care 
to carry other people’s secrets with 
me.’ 

“Oh, you needn’t get all bothered. 
It’s nothin’ but what everybody will 
know soon. To begin with, I’ve quit 
Morland. There’s a limit to what I can 
stand. He’s through anyhow. Down 
and out, and a damn good job too. I 
told him all along what was what, but 
he’s too high hat to learn anything. 
He had it comin’ to him fer the way 
he tried to gyp you. We scrapped 
about you offen, for I always stuck up 
for you. Oh, well, I’ve quit the bum 
anyhow. Now what I say, Mister 
Rogers, is this. Lemme work here and 
in the shake of a lamb’s tail we’ll have 
what little business he’s got left. An’ 
I can tell you things about him ‘what 
we can use to put the skids under him. 
What do you say?” 

Billy felt his temper rising rapidly 
all the time that Featherfew was talk- 
ing. It was a real physical effort to 
control himself, but he managed to 
keep some semblance of calm as he 
said. “You waste your time with me, 
Featherfew, I’d never let you work 
here. And I’d better tell you frankly 
that I don’t like your face, your nose 
should be broken and your eyes both 
should be black and blue. And I’m 
afraid that if you don’t get the hell out 
of here I shall forget myself and give 
a. a worse dose than Captain Jacks 

id.” 
_ Featherfew backed away hastily, his 
pasty face went white as he blustered. 
“T’ll have the law on you, you damned 
little snide. You threatened me with 
bodily harm. Them fellers heard you. 
T’ll get you for this.” 

Billy made one step toward the trem- 
bling coward, then Featherfew ran for 
the door; in his haste he could hardly 
turn the knob, but when he did he 
rushed to the street yelling “Help! 
Help!” : 

Billy and Jack looked at one another 
and then the tension broke. They both 


burst out laughing, while Acks stood 
by, grinning. 

“T don’t see why you didn’t take one 
little poke at him while you had the 
chance,” Jack said in aggrieved tones. 
“That bird sure had it coming to him.” 

“I’d have given a tooth to have done 
it,” Billy admitted. 

“But it would have been a mistake 
to have mixed it with him. We don’t 
want to start anything like that. It’s 
rather cheap and not good business, 
and I want to put myself on a bit more 
dignified plane than that of a young 
scrapper. Unfortunately, I’ve had one 
or two fights in this town and they 
might think I look for trouble. . . . Oh, 
well, I can’t tell you just what I mean. 
Let’s forget it. I want to start tele- 
phoning the men according to our talk 
of last night.” 

“Shouldn’t you have something defi- 
nite to say when you call up?” Jack 
asked. 

“T have. I wish you and “Lilacs” 
would listen to it and see how it sounds. 
I don’t want you to see it first for I’m 
more interested in how it sounds than 
in how it reads.” 

Billy sat at the desk and took out a 
list of names with their telephone num- 
bers. Then he propped a card in front 
of him and called the first number. 
The first man was out so another num- 
ber was called. Winking at Jack, Billy 
began his brief telephone canvass, 
which was as follows: , 

“Good morning Mr. ....... This 

is William Rogers speaking. I know 
you appreciate really fine shoes, so 
I thought I’d like to tell you that 
I’ve strengthened my stock of men’s 
shoes with some unusually good num- 
bers. I’d take it as a favor if you’d 
drop in some time and let me show 
some to you. I sure do want you to 
know about our shoes and our 
method of fitting, so that when you 
need shoes you'll naturally think of 
us.” 

The man promised to drop in some 
time. so Billy thanked him and hun 
up. Turning to Jack he asked, “Well, 
what do you think of it?” 


jAce thought it was all right, but 
could be polished up to sound 
smoother. Acks, of course, thought it 
wonderful. His opinion was asked 
“just to make him feel good,” as Billy 
expressed it, for they knew that his 
ideas had no value, or very little. 

“That’s my idea too Jack,” Billy 
agreed. “So this morning I stopped 
in at the Fretton Courier office and 
talked to Luke Zinner, the advertising 
manager. He said it could be made to 
run much easier, but he advised using 
it just as it was. He said that if I 
polished it up, people would know it, 
whereas now it would sound natural.’ 

“Never thought of that, but I can 
see it now. Zinner’s right.” 

“Yes, I think he is, but after all the 
only proof is the results it gets. I 
don’t care how pretty or how bum it 
sounds. If it brings in business it’s 
good, if it doesn’t, it’s a flop. But I 
got one good idea from Zinner. He 
said I ought to send a follow-up letter 
to each one who promised to call. We 
worked up one while I was there. Read 
it and tell me how it clicks with you.” 

Jack took the letter which he read 
slowly. It was as follows: 

Dear Mr. 

Thank you for being so considerate 











when I phoned you today. 
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THE ONLY MANUFACTURERS OF CUT STEEL 
ORNAMENTS IN U. S. A. 


Exquisite and original designs. Reasonably priced. 
Carried in large variety. 










Flexible 
Mesh Bow 


Natural Steel—$6.00 Doz. Pairs 
Ox. Copper—$7.50 Doz. Pairs 
Ox. Silver—$7.50 Doz. Pairs 


Send for sample selection. 


RIVELIS & BRICK, INC. 


N. W. Cor. 8th and Sansom Sts. Philadelphia 
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Imported English Hunting 
Field and Service Boot 








IN STOCK 
A boot that will stand 


rough wear and made 
of a heavy beva grain 
with an extra heavy 
durable sole, all eye- 
lets. Size 6 to 11, D 
and E widths. 


$8.00 


Per Pair 


COLT CROMWELL CO., Inc. 


1239 Broadway New York City 
Catalog of imported riding, field and hunting boots, 
riding ies and p upon request. 
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T is gratifying to learn 

that our own shoe indus- 
try has not lost sight of the 
importance of fine details, 
or its appreciation of fine 
things. 









We are informed with in- 
creasing frequency that in- 
sistence on high-grade laces 
is growing stronger daily. 







This is not surprising since 
intense competition eventu- 
ally leads to improvement 
of product, particularly in 
accessories. 


Schaeffer all silk 
laces have been 
specified for years 
by those who are 
= particular about of- 
fering not only the 



















able laces. 






The continued growth in the 
number of merchants stand- 
ardizing on these superla- 
tive laces verifies their value 
as builders of good-will. 









Your jobber has Schaef- 
fer laces in all styles 
and colors—or he will 
quickly get them for you. 
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SCHAEFFER & COMPANY 
222 Cedar Street, Reading, Pa. 
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WHERE TO BUY 


Dancing Sandals 
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Popular Aesthete San- 

dal in Faun and 

Gray suede. Also, 

— full line of danc- 
ing footwear 
and accessories. At once 
service. Send for catalog. 








Coast Representative: 
MR. A. F. WINSLOW 
8206 Rio Avenue, 


Eagle k, 
Los Angeles, California 




















* KENDALL’S 


For Aesthetic 
Denci 












IN GREY AND 
FAWN. 


A SIDELINE 
MONEY 
MAKER 











KENDALL SHOE COMPANY 


HAVERHILL, MASS. + 











WHERE TO BUY 
Men’s Slippers 
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Turns only— 
IN STOCK 





Catalog on 
request. 








No. 434—Tan 
Kid Everett 
$2.65 


No. 447—Tan 
Kid Opera 
$2.35 


‘ L. B. EVANS’ SON CO., Wakefield, Mass. 


I also want you to know how much 
I appreciate your promise to “drop 
in some time” and let me show you 
some of our men’s shoes. 

There are shoes to wear for differ- 
ent occasions, and shoes to suit dif- 
ferent foot conditions. You need 
something different from a postman, 
let us say. 

My idea is this, Mr. Just 
as you go to the dentist to have your 
teeth made comfortable, so you 














should come to a shoe fitting expert 
to get foot comfort. And we promise 
that it won’t hurt! I believe we can 
satisfy you that we know our busi- 
ness. 

It will be a real pleasure to see 
you. For the convenience of business 
men I stay in the store from twelve 
to one thirty every day (unless there 
is a luncheon at the Chamber of 
Commerce!). 

“At you service” should make a 
“fitting” close to this note. 
William Rogers. 


Jack automatically passed the letter 
to Acks as he said thoughtfully, “It’s 
a damn good letter, old scout. I think 
you'll change it from time to time, and 
I believe the people who get it will 
smile; yet there’s nothing smart alecky 
about it.” 

“Glad you like it, Jack. But again, 
the only test of its value is the results 
it gets.” 

Billy called twelve people that day. 
The results seemed favorable, for all 
promised to drop in. “Not that it 
means anything of necessity gorgeous,” 
Billy explained to June that night. “But 
nobody got peeved because I called, and 
— is the thing I did worry about a 

_" 


Ein third event of the day that was 
to affect Billy happened in Jethro 
Blunt’s office at the bank. And it was 
to be some time before Billy heard 
about it. Morland had a long and very 
serious talk with the old banker. And 
what he had to say was quite astonish- 
ing. After some hesitation and consid- 
erable anxiety he told the banker that 
his brother-in-law, Featherfew, had 
been stealing. How much he had taken 
he didn’t yet know, but he was afraid 
it ran into several hundreds, maybe a 
couple of thousands. Morland admitted 
that under his present conditions the 
loss might prove disasterous. He said 
that he had let him go. He could not 
and would not prosecute. His wife was 
an invalid and he feared the effect on 
y wed if she knew what her brother had 
one. 


BLUNT listened to the story in silence. 
Occasionally he made a note on the 
pad in front of him. When the whole sad 
tale was told the fine old banker said. 

“Morland, old fellow, I don’t have to 
tell you how shocked this news makes 
me. I advise you to say nothing for the 
time being. Get a firm of accountants 
to go over your books. Take a careful 
inventory; do it yourself. In the mean- 
time keep your expenses as low as pos- 
sible. You may be sure Ill do all I can. 
We can’t allow a fine old store like 
yours to go out under a cloud.” 

When Morland left the old banker 
sat at his desk drawing queer figures 
on his pad. Then he sighed heavily and 
muttered: “That mav be the way out. 
I’ll talk it over with Emery.” 

He called Parker on the phone right 
away and said: “Emery, I wish you 
could drop round to the house this 
evening.” 

Parker, knowing the banker never 
did anything without a reason, prom- 
ised to be there. 

And over their ice cream, that same 
evening. Billy said to June: “Of course 
it helped us when Morland auit his cir- 
cularizing, but I’m darned if. I can 
figure out why he auit. His circulars 
sure pulled a lot of business.” 
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Better Grades Showing 
Increase in Lynn Market 





Spotty Conditions in Popular 
Price Merchandise 


LYNN, Mass.—Business in women’s 
shoes is showing some new leads. Bet- 
ter grades are selling briskly. “Our 
customers tell us,’ says one sales man- 
ager, “that there is no resistance to 
real good looking shoes at $7.50 a pair 
and up.” This firm sells chiefly to cer- 
tain noted retail merchants of big 
cities. Other concerns make like re- 
ports. It looks as if the makers of the 
finer types of McKays here in Lynn 
were getting more than an ordinary 
amount of business. 

On the other hand, there are spotty 
conditions in popular price goods, for 
some producers of this class of footwear 
are busy, while others report that 
their customers are still holding back 
orders waiting to see what is going to 
happen next to prices and styles, and, 
most particularly, to the tariff, for it 
is the common story that if a duty is 
put on hides, leather and shoes, prices 
will be affected, whereas if no duty is 
imposed, then imports of foreign shoes 
will continue to increase and the com- 
petition will have to be met. 

In styles, the run on blacks continués 
strong, with shoe manufacturers report- 
ing tardy deliveries on fine grain kid 
skins of mat finish, and, also, tardy 
deliveries of black glace calf and of 
black kid-finish calf. Black satin, in 
crepe and other finishes, has come into 
the fashion picture, and linens, too, are 
gaining. In reptiles, the boas and the 
pythons have swept to the front, with 
the embossing shops running on an 
overtime schedule to print up the 
desired grains. There is some report 
that lizard is coming back strong again. 
Colors of the chart are in use, to be 
sure. A new brown, in high grade lines, 
is called grouse. Elk is used for sport 
shoes, and dressy sport types for street 
wear. Some are done in Indian designs. 
More of them have crepe or composi- 
tion rubber soles than was the case a 
year ago. 

Whites are due for early activity, 
weather permitting, and the white kid 
and white linen shoes are handsome 
specimens of footwear, the white kid 
oxfords being delicately perforated, and 
the linen oxfords being trimmed with 
matching or contrasting leathers. Yet 
there are some who approve very 
strongly of the all white shoe, figur- 
ing that the run on all black shoes in- 
dicates a desire for plainness which 
will continue in to the white lines. 

Heels are blacker as well as higher, 
for the run on black shoes called for 
black heels. A new sport heel is built 
of alternate layers of sole leather and 
pig skin, to produce a two-tone effect 
in the heel finish, and another new heel 
is made of white and tan sole leather 
to produce zebra-like stripes. 





Fleishman Made Buyer 


SAN Francisco, Cat. (UTPS)— 
Weinstein’s, 1041 Market Street, San 
Francisco, reports the appointment of 
Benjamin Fleishmd? as — for the 
shoe department. 
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LASTING TOE’ COMFORT 


Manufacturers have found that comfort 
can be skilfully combined with stylish ap- 
pearance through the use of Celastic—The 
Quality Box Toe. The newest toe shape 
and the smartest style patterns lose their 
value if the shoe does not offer the wearer 
muscle-relaxing toe comfort. The one-piece 
toe, made possible by the fusing qualities of 
Celastic, eliminates wrinkled linings, giving 
interior smoothness and flexibility across the 
toe line . . . You can always depend upon 
Celastic to accurately interpret the individu- 
ality of your last. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 


B/C 
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Latest Reports of New Stores, > 
Failures, Embarrassments and N 
Bankruptcy Proceedings a 

> 





Business Changes 


CALIFORNIA—Los Angeles—Boston — Co. 
(Jack Smith, Prop.) (764 South Los Angeles 
St.) ; wholesale and retail boots and a. re- 
cently commenced business. 

Sam Meller; boots, shoes, etc.; reported sold 
or closed out business at 4623 Broadway, 6510 
Pacific Blvd., Huntington Park. 

Smith-Hoffman Co. (509 South Los Angeles 
a ER boots and shoes; partnership dissolved. 

—F, A. Zimmerman ; boots and shoes ; 
comma by Jack Hilbert. 

COLORADO—Pueblo—Ray Miller, Inc., boots, 
shoes, etc. seventy 0 commenced business. 

CONNEGTICUT—Stamford—Carbo & Hassett, 
Inc.; boots and pes reported selling or sold 


out. 

FLORIDA—Jacksonville—Cantilever Shoe Store 
of Florida, Inc. ; boots and shoes; inc. authorized 
capital $20,000. 

OIS — Aurora — Wolf Gordon. (Reliable 
Clo. Co.) ; boots, shoes, etc.; removed to Syca- 
more, Il. 

KENTUCKY — Catlettsburg —O. H. Salyer; 
boots and shoes; reported sold or closed out 
business. 

E—North Berwick—Wnm. F. Neal; boots, 
shoes, etc.; sold to Edward Matthews. 

MASSACHUSETTS—Lawrence—Gilbert Shoe 
Co.; manufacturers; inc. authorized capital 
$150,000. 

Lynn—Callahan Dolan Shoe Co., Inc.; manu- 
facturers ; seported moved to 589 Essex St. 

Gold Seal hoe Co.; manufacturers; inc. au- 
thorized aan $25,000. 

Walpole— Markus Shoe Store; boots and shoes; 
succeeded by J. Shaner. 

MICHIGAN—Detroit—Anthony Geisz & Sons 
(14347 E. Warren Ave.) ; boots, shoes, etc.; sold 
or closed out business. 


NEW JERSEY—Jersey City—Just Right Shoe 
Co., Inc. (213 Sip Ave.) ; boots and shoes; inc. 
authorized capital $50,000. 

West New York—Rainbow Shoes, Inc. (679 
Bergenline Ave.); boots and shoes; inc. au- 
thorized capital $125,000. 

NEW YORK — Buffalo—K M Stores, Inc.; 
boots and shoes; inc. authorized capital $5,000. 

New York City—Kidland Bootery, Inc. (3582 
Broadway); boots and shoes; sold or closed out 
business. 

Pedi-Craft, Inc.; boots and shoes; capital in- 
creased from $20,000 to $200,000. 

Sommerfield & Asch; boots, shoes, etc.; inc. 
authorized capital $50,000. 

Utica—Samuel Berman (328 Columbia St.) ; 
boots, shoes, etc.; succeeded by Stuart Berman. 

Yonkers—Super Shoe Stores, Inc.; boots and 
shoes ; inc. authorized capital $10,000. 

ee eee Co.; shoe 
manufacturers; incorpora 

Monett, Inc. (East on te St.) ; boots and shoes; 
incorporated. 

OKLAHOMA — Seminole — Butkin & Peck; 
boots, shoes, etc.; sold to H. B. Wilensick. 

OREGON—Portland—Chumley Shoe Co. ; Inc. ; 
boots and shoes; inc. authorized capital $20,000. 

PENNSYLVANIA—Norristown—Lenmor Shoe 
Store; boots and shoes; reported partnership 
dissolved. 

Philadelphia—Abraham Berliner; shoe manu- 
facturers ; incorporated. 

Isadore Lewin (104 S. 18th St.); boots and 
shoes; sold or closed out business. 

Scranton—Green’s Men’s Wear; boots,’ shoes, 
ete.; sold or closed out business. 

TEXAS — Weatherford — Baker-Poston Co.; 
boots, shoes, etc.; reported liquidating. 





Failures, Embarrassments, Etc. 


CALIFORNIA—San Francisco—Pechner Shoe 
Co. (J. T. Pechner, Prop.) ; boots and shoes; re- 
ported assigned. 

Santa Ana— Louis Singer (404 W. Fourth 
St.) ; boots, shoes, etc.; reported assigned. 

CONNECTICUT — Stamford — Sterling Boot 
Shop (Logan & Lipschik) ; boots and shoes; re- 
ported offering to compromise at 50 per cent. 

FLORIDA—Fort Meade—Haberdashers, Inc. ; 
boots, shoes, ete.; reported petition in bank- 
ruptcy. 

GEORGIA—Atlanta—G. Rubin; boots, shoes, 
etc.; reported petition in bankruptcy. 

ILLINOIS—Calumet City—Harry Taitz; boots 
and shoes; reported petition in bankruptcy. 

Chicago— Friedenberg (5241 Fullerton 
Ave.); boots and shoes; reported receiver ap- 
pointed. 

Hyman Gill (1137 Madison St.); boots and 
shoes; reported petition in bankruptcy. 

Herman Lappe (5409 W. Madison St.) ; 
and shoes; reported receiver appointed. 

Louis E. Richter (4780 Milwaukee Ave.) ; boots 
and shoes; reported offering to compromise at 
25 per cent. 

Maurice Schnitzky (3257 W. 68rd St.); boots 
and shoes; reported petition in bankruptcy. 

Morton Grove—Emil Muench (6203 Lincoln 
Ave.); boots, shoes, etc.; reported petitiop in 
bankruptcy. 

Oak Park—Harry Applebaum (Pleasant Boot 
Shop) (128 Wisconsin Ave.) ; boots and shoes; 
reported petition in bankruptcy. 

Waukegan—J. E. Harris; boots, shoes, etc. ; 
reported assigned. 

MASSACHUSETTS—Boston—Boston Co-Oper- 
ative Shoe Mfg. Co. (535 Albany St.) ; reported 
offering to compromise at 25 per cent. 

Roxbury Bootery, Inc. (2224 Washington St.) ; 
boots and shoes; reported assigned. 

Chelsea—Kenmore “Shoe Co.; shoe manufac- 
—, reported called meeting of creditors for 

el a 


Lowell—Jackson Shoe Co.; shoe manufac- 
turers; reported called meeting of creditors. 

MICHIGAN—Detroit—Lowry & Posner (L & P 
Cut Rate Store); boots and shoes; reported 
petition in bankruptcy. 

Albert Pritz (13312 Mack Ave); boots and 
shoes; reported petition in bankruptcy. 

MISSOURI—Aurora—New Hub Store (J. C. 
Roberts, Prop.); boots, shoes, etc.; reported 
petition in bankruptcy. 

NEW YORK—New York City—Benjamin Berg 
(White Plain Ave.) ; boots and shoes; reported 
called meeting of creditors. 

Isidore Rosenzweig (2504 Eighth Ave.) ; boots 
and shoes; reported called meeting of creditors. 

Herman B. Schwartz (1527 Madison Ave.) ; 
boots and shoes; reported called meeting of 
creditors. 

NORTH CAROLINA — Askewville—J.  L. 
Mizelle; boots, shoes, etc.; reported petition in 
bankruptcy. 

OHIO—Akron—Annie Savage; boots, shoes, 
etc.; reported petition in bankruptcy. 

OKLAHOMA—Tulsa—Lion Shoe Store, Inc.; 
boots and shoes; reported petition in bank- 
ruptcy, receiver appointed and offering to com- 
promise at 25 per cent. 

PENNSYLVANIA—Irwin—S. Frankel; boots, 
shoes, etc.; reported offering to compromise at 
50 per cent. 

Philadelphia—Taylor Shoe Mfg. Co., Inc. (50 
N. 4th St.); reported receiver appoin 

Pittsburgh—J. M. Thompson (2904 W. Liberty 
Ave.) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

Punxsutawney—Aaron Lintz; boots, shoes, etc. ; 
reported offering to compromise at 33% per cent. 

RHODE ISLAND—Woonsocket—Frances Zarek 
(Woonsocket Shoe Store) (20 Sayles St.) ; boots 
and shoes; reported petition in bankruptcy. 

UTAH — Salt Lake City—S. D. Parvar 
(Parvar’s Day & Night Clothes Shop) (124 S. 
Main St.); boots, shoes, etc.; reported receiver 
applied for. 
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New Shoe Dealers 


Trenton, N. J.—Union Center Department 
Store, 983 Stuyvesant Ave. 

Yonkers, N. Y.—Super Shoe Stores, Inc. 

Selma, Cal.—Selma Bargain Store, First and 
Front St. 

Trenton, Tenn.—Cohn & Glazier Outlet Store. 

Carrollton, Mo.—John C. Minnie. 

Paris, Tenn.—E. L. Muzzall. 

Irvine, Ky.—G. Hackworth. 

Detroit, Mich.—D. & K. Shoe Co. 

Gastonia, N. C.—Cunningham & Co., Inc. 

Monroe, N. C.—Lee’s, Inc. 

Andrews, N. C.—Snowbird Supply Co. 

Bayonne, N. J.—Central Merchandise Co., Inc., 
31 E. 37th St. 

Goodell, Iowa.—Ben Heginger. 

Pine Bluff, Ark.—J. J. Newberry Co., 316-18 
Main St. 

New York, N. Y.—I. Miller & Sons, Broad- 
Grace Arcade Bldg. 

Alamo, Tex.—K. M. Anderson. 

Hartsville, 8. C.—Leff’s Department Store. 

Henderson, Ky.—Max I. Dandman Co., First 
and Elm Sts. 

Morganfield, Ky.—Max I. Danman Co. 

Corydon, Ky.—Max I. Danman Co. 

Fayette, Idaho—Hobbs & Roe. 

Effingham, Kan.—D. O. Taylor & Son. 

Manitowoc, Wis.—Sam L. Stern, 816 ©. 8th St. 

Richmond, Va.—Ewell & Miley, Inc., Dept. 
J. B. Mosby & Co. 

Richmond, Va.—Cantilever Shoe Stores, Inc., 
5 W. Broad St. 

Easton, Pa.—A. S. Beck Shoe Co., 325 
Northampton St. 

Rochester, N. H.—Leader Shoe Co. 

Atlanta, Ga.—Newark Shoe Co. Div. head- 
quarters. 

Hallewell, Me.—Nelson-Winer Shoe Co. 

Durand, Mich.—C. C. Cope. 

Anacortes, Wash.—Self Service Shoe Co. 
(March 15). 

Nampa, Idaho—C. A. Snyder, 12th Ave. and 
2nd St. (soon). 

Portland, Ore.—ftyke Arch Boot Shop, 343 
Morrison St. 

Portland, Ore.—Chumley Shoe Co., Inc. 

Bucoda, Wash.—J. H. Long. 

Lynn, Mass.—Shoecraft, Inc. 

Boston, Mass.—Ansin Shoe Mfg. Co., 135 Lin- 
coln St. 

Washington, N. C.—Lewis Dry Goods Co. 

New York, N. Y.—Biarritz Sandalls, Inc. 

Algona, Iowa—Eugene Neville. 

Claytonville, Iowa—Carl Behrens. 

Peru, IlL—Acker & Kane. 

Ely, Nev.—Marvis Cash Store. 

Boston, Mass.—Fashion $5 Bootery, Inc. 

Sacramento, Cal.—Fashion $5 Bootery. 

Salem, Mass.—Warner Shoe Co., Goodhue St. 

Fairmont, W. Va.—Arnettsville Store Co. 

Hooppole, Ill.—Harker & Metzner. 

Stratford, 8. D.—E. J. Russell. 

Wyandotte, Mich.—Friedman Department 
Store, 1808 Biddle Ave. 

St. Albans, Vt.—F. Russell Spear, 88 N. 
Main St. 

New York, N. Y.—Milgrin’s = dept.). 

Fairbury, parr aay Shoe Co. 

Salem, Mass.—fycle Shoe Co. 

New York, N. T Norelif Shoes, Inc. 

Martinsvilie, Va. — Belk-Leggett Department 


Store. 

New York, N. Y.—Max Deutsch, Inc. 

Cleveland, Ohio—The Rucker Co. 

Welch, W. Va.—Hermanson’s, Inc. 
. — ic, N. J.—Royal Shoe Co., ie. 110 Mar- 
et 

Baltimore, Md.—John Irving Shoe Co., 22 
W. Lexington. 

Portola, Cal.—K. Sudaha. 

Centralia, Wash Blow & Tuppe 

Lansing, Mich. — Dav¥id Hoffman, 214 N. 
Washington Ave. 
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No. 1 in a series depicting reasons wiv _— should insist upon 
ee 


Built-up Leather 





A Built-up Leather Heel 


can’t come off! 
a 








When a heel comes off a shoe, the retailer loses a customer— 


RENTON LEATHER HEELS 


63 Allerton Street, 


and the Manufacturer gets the shoe back. 


can’t come oft 


RENTON HEEL CO. 





LEATHER HEEL BROADCASTS 
-New York....Wednesdays....6:45 to 7: 


WABC... 00 P.M. 
A eae Mondays....... 5:45 to 6:00 P.M. 


WMAQ.. 








36 Pair Cases 





Dependable Quality i 


You can always depend on 
the quality of Greeley Bou- 
doirs. They are everyday 
slippers for household wear 
and have leather or rubber 
heels as you prefer. In 
black or colored kid. If 
your jobber cannot sup- 
ply you—write us. 








A. W. GREELEY 


12 Duncan St. - - Haverhill, Mass. 

















Lynn, Mass. 





Recently Completed and the Outstanding Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 

TIMES SQUAKE’S FINEST HOTEL 

Large single rooms 11.6x20 with bath.$4.00 per day H 

For two.85.00...twin beds.86.00 | 

Large double room, twin beds, bath. .$6.00 per day } 

Special weekly rates | 

Within cenvenient walking distance to important business centers 

and theatres. Ideal transit facilities. 450 rooms, 450 baths 

Every room an outside room—with twe large windews | 

- Furnished or unfurnished suites with serving pantries. : 

995 te $150 per month Moderately priced restaurant | 

featuring « peerless cuisine. ' 

IMustrated booklet free on request CURTIS A. HALE, Mgr. Dir. 
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OXFORDS 


to sell at 
Five to Six Dollars 


IN — STOCK 
GOODYEAR WELT 


The ARCH 
MOULDED 
COUNTER 


This specially de- 
signed counter fits 
snugly under the 
arch and gives easy 
and elastic support. | 
It gently prevents | 
the inward roll of 
the foot which leads 


to arch troubles. 








No. 96 
G. G. White Veal 
Calf Blacher 
Oxford 
Black Calf Trim 
Bearfoot Super Orepe 
Stitched Sole, 8/8 Heel 





No. 16 
G.G. Light Smoked 
E lacher 
Buckle Oxford 
Dark Smoke Elk Trim- 
ming 
Bearfoot Super Crepe 
Stitched Sole, 8/8 Heel 





No. 86 
G. G. All White 
Veal Calf Blucher 
Oxford 
Bearfoot Super Crepe 
Stitched Sole, 8/8 Heel 





No. 66 
G.G. Light Smoked 
Elk Blacher 
Oxford 
No. 17 Full Grain Tan 
Calf Lace Stay and 
Tongue 


Genuine Rajah Crepe 
Sole 





No. 76 
G. G. Smoked Elk 
Blacher Oxford 
No. 17 Full Grain Tan 
Calf Trimming 
Bearfoot Super Crepe 
Stitched Sole, 8/8 Heel 


No. 36 
G. G. White Veal 
Calf Blacher 


Oxford 
Black Calf Lace Stay 
and Tongue 
Genuine Rajah Crepe 
Sole 





sizes 2% to 8. 


IN STOCK—AA to C widths, 
Price $3.35 
These shoes carry the special moulded long arch 
supporting counter. 

Ten Cents Per Pair Less if ordered in 
quantities of 36 pairs to each style. 
With the coming of Spring we look forward to in- 
creased outdoor activities. Hence these striking 
sport oxfords—an in-stock line that will turn 


quickly and pay an unusually good profit on a small 
investment. Ask us for further details. 


DEVINE & YUNGEL, Ine. 


Shoe Manufacturers 


a A 








HARRISBURG, PENNA 
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THIS MAY BE 
YOUR OPPORTUNITY - 












SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














The Greatest Spat Line of the Industry 


Offering certain territory for men calling on the Shoe Trade. 


Imperial spats are tailored just a little nicer and priced consider- 


ably lower. 


Samples and neat sample carrying arrangement are now ready. 


Give references and other information in application. 


eSPAL nfl 








SALESMAN WANTED 


A line of fast selling McKays 
made in St. Louis can be had 
for the coming season for In- 
diana and Michigan. ‘“Estab- 
lished business.” Our men 
know of this notice. Replies 
strictly confidential. 


Address B-691, care Boot and 
Shoe Recorder, 239 West 39th 
St., New York, N. Y. 

















SALESMAN WANTED 


One of St. Louis’ most attractive lines of ladies’ novelty McKays is open for 
Illinois and Wisconsin for the coming season. Good volume and attractive 
proposition for volume trade. Our own salesmen have been advised of this 


ad. Replies confidential. 


ADDRESS B-692, care BOOT AND SHOE RECORDER, 239 WEST 39th 


ST., NEW YORK, N. Y. 


WANTED 


Retail Salesman with estab- 
lished clientele in Minnesota 
and Wisconsin. Eastern manu- 
facturer with an all In-Stock 
$5 and $6 line of welts offers a 
liberai commission proposition 
to the right man. Write fully 
giving your record. 

Address B-684, care Boot and 


Shoe Recorder, 239 West 39th 
St., New York, N. Y. 











Wanted—Good Salesmen 


for an established concern who has a 
good line of men’s and women’s heel 
slippers at reasonable prices to be sold 
to big users only. No retailers. Good 
commission. Address B-700, care 
Boot and Shoe Recorder, 239 
West 39th St., New York, N. Y. 








SHOE SALESMAN 
BROOKIYN MANUPACTURER OF 
WOMEN’S HIGH GRADE HAND TURNED 
SHOES DESIRES | EXPERIENCED 
ELL CONNECTED TO 


NE 
STATE EXPERIENCE AND REFERENCE. 
Address B-696, care Boot and 
Shoe a oe 4 West 39th 
St., New York, N 








Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be received at the Boot and Shoe fof puilication inorder 


N Y N. Y., Mon 
taae ey, vere Na Rp: - AI 
al Se oat doer te Ge Calas COG ton. 


WANTED 
4 per word. Minimum Charge 75«. 


Fe per Minimum Charge $1.28 
ALL DISPLAY SPACE 

Five dollars per inch. Allow 48 
words te an inch 


SALESMEN WANTED 


Several very desirable territories 
are open. Among them Texas, 
Mississippi, Arkansas, Kentucky, 
Tennessee, Indiana, Ohio and 
others, to salesmen who desire 
permanent and profitable connec- 
tions with large St. Louis manu- 
facturer and_ distributors of 
Ladies’ in-stock novelty shoes to 
retail at popular prices. When 
applying give age and road sales 
experience. 


Address B-G678, care Boot and 
Shoe Recorder, 239 West 39th 
St., New York, N. Y¥ 














ENGLISH SPATS 


Side line for salesmen carrying a good 
line of men’s shoes. Stock carried in 
New York. Advise territory covered. 
Write full particulars to e ~} B- 
695, care Boot and Sho 
corder, 239 West 39th St. New 
York, N. Y. 
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SALESMEN WANTED 





SALESMEN WANTED 





LINE WANTED 








Salesmen Wanted 


We want business producers to carry 
short line of popular priced children’s 
and misses’ welts as a side-line propo- 
sition. 

Territories open: New Bngland, New 
York State, Greater New York, Pennsyl- 
vania, Central Atlantic States, South 


Atlantic States, Gulf States, Texas, 
Missouri and Arkansas, Tennessee and 
Kentucky, Eastern Canada, Western 
Canada. 


If you are working any of these states 
and can produce business this is your 
opportunity. Commission paid monthly 
at seven per cent on net shipments. Line 
manufactured in Middle West. Address 
B-651, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chi- 
cago, in. 











S HOE salesmen wanted to carry a line of 

spats and shoe ornaments as a _ sideline, 
those who have time to allow them to carry a 
side line, answer only with references. Man- 
olis Manufacturing Company, 4248 No. Craw- 
ford Ave., Chicago, Illinois. 





W ANTED—Salesmen who -have_ established 

shoe accounts, to carry our well-known line 
of children’s shoes in connection with non- 
conflicting line in states of Western Pennsyl- 
vania, Ohio, and Michigan. Highest rate of 
commission paid. erator, instock eeerement 
maintained. SHO MFG. 
COMPANY, MILWAUKEE, wis 





IDE LINE—Boston jobber wants man to 
carry side line of Men’s, Women’s and Chil- 
dren’s shoes to retail at $1.00 to $4.00. Open 
territory. Address B-699, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 


ALESMEN!—Sell “Ye Qualitie’ Beautiful 

Baby Shoes. Attractive commissions. State 
territory and references. Sullivan Baby Shoe 
Manufacturing Co., 14 Edmonds Street, Roches- 
ter, N. Y 








HELP WANTED 


WANTED, man capable to take charge of a 
Ladies’ popular priced store and also one for 
a family shoe store. Must be wide awake. 
Give reference, age and salary expected. Ad- 
dress B-688, care Boot and Shoe Recorder, 239 
W. 39th St., New York, N. Y. 








FOR SALE 





OR SALE—Established—small family shoe 
store in Eastern Penna. Family reasons for 
selling. Address B-671, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 


T HOROUGHLY experienced shoe men, father 
and son, desire lines of popular priced 
women’s, men’s and juniors for Greater New 
York and vicinity, straight commission basis. 
Address B-698, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





M OPEN for Oklahoma or Oklahoma and 

Kansas. 15 years in territory, shipping over 
109,000 a_ year. Misses, children, growing 
girls’ shoes. If have opening for a producer, 
address B-687, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N, Y. 





ANTED Manufacturers line of popular 

priced women’s shoes for Southeast territory. 
Have been successful here for five years 
Young, married, and will work. Previous 
records speak for themselves. Not interested in 
side lines. Address B-685, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 


ALESMAN desires line women’s novelty 

McKays, popular prices for Southern terri- 
tory; have established trade twenty yrs. stand- 
ing. paces Post Office Box 1069, Jackson- 
ville, Fla 





FOR RENT 








OR SALE—Successful family shoe store 

nearly 50 years old in hard coal section of 
Pennsylvania. Always a money maker. Good 
stock. To settle pon building must be sold 
or disposed of on long term lease. Easy terms 
to responsible party. Address B-669, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, 


OR RENT—New Storeroom with modern 

display windows, best location between new 
theatre and department store, in busy town of 
10,000. Chain shoe store preferred. Location 
available April ist. Address B-655, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





Live-Wire Salesmen Wanted 


to represent fast selling in-stock line of 
women’s novelty footwear. Several choice ter- 
ritories are available, also the city of Chi- 
cago. Strictly commissior. basis. Send refer- 
ences with application. 


NATIONAL SPECIALTY SHOE CO. 
1320 Washington Ave., St. Louis, Mo. 








SALESMEN WANTED 


For all Southern states and California 
to sell attractively priced line of infants’ 
turns carried in stock—Liberal Commis- 
sion—Men with car and established trade 
preferred. Send references and full par- 
ticulars in first letter. 


DEVOLDER BROS., 206 Essex 
Street, Boston, Mass. 











ANTED—In all sections, Shoe Salesmen 

with established territory to carry as side 
line on commission basis short, snappy line of 
popular-priced Juvenile Shoes, sizes 1 to 
and 5% to 8 (approximately fifty samples). 
All numbers stocked. WILMAR SHOE CO., 
Rochester, N. Y. 





SG ALESMEN wanted with established follow- 
ing among well rated accounts only, to 
carry side line of soft sole house slippers on 
commission basis. Best sellers in stock. Give 
name of main house (for reference) when ap- 
plying. Address B-679, care Boot and Shoe 

ecorder, 239 W. 39th St., New York, N. Y. 





ANTED—Experienced salesmen to sell on 

commission line of novelty Special Process 
Arch footwear for women retailing at $4.00 and 
$5.00. Territories open Western Mass. with Ver- 
mont and New Hampshire, S. Carolina, Georgia, 
Nebraska, So. Dakota and N. Dakota. Address 
B-683, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





SALESMAN—Leading representative Brooklyn 
manufacturer of fine women’s hand turned 
shoes desires experienced salesman for south- 
eastern territory. Require one having extensive 
following to increase present substantial busi- 
ness. State fully experience and references in 
confidence. Address B-681, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 


See Mtl for Eastern Pennsylvania wanted 

a Philadelphia jobber selling a strong 
$3. 00 and $4.00 retail ladies line. Commission 
basis, weekly settlements. No objections to other 
line. Send references first letter. Address B- 





694, care Boot and Shoe Recorder, 239 W. 39th 
_St., New York, N. Y. 





Boot AND SHOE RECORDER 


combining THE SHOR ReraliLer, March 8, 1930 








SELLING AGENT WANTED 


SELLING AGENT ‘WANT ED 








utation. 





WANTED—WELL ORGANIZED AND 
EXPERIENCED SELLING AGENCY 


or agent to take over sale of popular priced ladies’ and 
men’s welt shoes in the entire United States for one of 
Europe’s leading manufacturers with an international rep- 
Replies treated strictly confidential. 

Robertson, 41 Spruce Street, New York City. 


Louis J. 














POSITION WANTED 





SHOE buyer, twenty years’ experience depart- 

ment and chain shoes; just resigned position 
buying for seventeen departments; age, forty; 
married; will consider large volume basement. 
Address B-668, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. 





OUNG MAN, buyer and manager of success- 
ful shoe department for six years, desires to 
make connection with growing retail or whole- 


sale concern in Chicago or vicinity. Some ad- 
vertising and window trimming experience. 
Address B-697, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, IIl. 








HOE STORE Manager and Buyer wants 

connection with sound organization where 
there are chances for advancement. Age 43, 
sound health, 28 years of experience managing 
stock room, ‘sales force, and buying. Unques- 
tionable and highest references, Pioneer work 
preferred. Applicant resides at Philadelphia, 
Pa. Address B-693, care Boot and Shoe Re- 
corder, 239 W. 39th St., New York, N. Y. 





Y OUNG Southern man desires position as shoe 
buyer and manager. Nine years shoe ex- 


perience. Have successfully managed chain 
stores. Al reference. Can make immediate 
connection. 


Address B-686, care Boot and Shoe 
Recorder, 239. W. 39th St., New York, N. Y. 
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___ POSITION WANTED. 





XPERIENCED Business Builder with splen 


did record of accomplishment is available 
for some manufacturer of women’s shoes whose 
line needs styling and whose market needs 
strengthening Has had 25 years practical ex- 


und is well know to buyers throughout 
Best of references furnished. For 
Address B-682, care Boot and Shoe 
239 W. 39th St., New York, N. Y. 


perience 
the country. 
particulars. 
Recorder, 


FOR SALE 





OR SALE—An excellent opportunity in a 

established business where shoes can be car- 
ried very profitably in a city near Boston 
Small amount of cash will swing it. Address 
B-689, care Boot and Shoe Recorder, 239 W 
39th St., New York, N. Y. 





OR SALE—Shoe Store Fixtures: Practically 

a new outfit at a sacrifice price, including a 
National Cash Register, Safe, Seats, Desk and 
two complete sets of window fixtures. Address 

L. Oberwise, 35 North Broadway, Aurora, 
Illinois. 















FOR SALE 





WANTED TO PURCHASE MERCHANTS’ NEEDS 








F OR. SALE Popular Price Shoe Store. Es- 
tablished 12 years in Warren, Ohio; doing a 
nice business. Reason for selling is loss of 
Husband. Address, Mrs. M. Gottesman, 152 
Dennick Ave., Youngstown, Ohio. 





FOR SALE—A good going women’s shoe busi- 
ness, including fixtures at a very reasonable 
rice. Store located in the heart of the city. 
esirable lease. Address B-680, care Boot and 

a I Recorder, 239 W. 39th St., New York, 





SIDE LINE SALESMAN 








YOUR WIFE 
If she travels with you and is young and 
energetic, can more than pay her way 
a very small, easily sold side line. 
Have her write to B-701, care of 
Boot and Shoe Recorder, 239 
West 39th 


number of trips yearly, size of towns 
covered, lines which you handle and 
other complete details. 














BUSINESS OPPORTUNITY — 





FINE. opening for small high class shoe store 
in Pierre, S. Dak. State Capital City with 
aes retail trade. Write F. Hyde, Box 





ANTED—Paying shoe store in either Massa- 
chusetts, New Jersey or New York. Werb- 
ner, 2760 Grand Concourse, Bronx, New York. 





WANTED 
Family Shoe Store 


Will buy established family 
shoe store handling medium 
grades in good town of 25,000 
population or more in New 
York State, Pennsylvania or 
Eastern Ohio. Want store 
doing over $50,000 per year 
at retail. Stock and fixtures 
must be priced right on basis 
cash purchase. *Give descrip- 
tion of location, terms of lease, 
rental, amount of inventory 
and price in first letter. 
Address B-690, Care of 
Boot and Shoe Recorder 
239 West 39th Street 
New York, N. Y. 
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everFaturis for Your Windews 
If you contemplate odes ed nw Re 
entire or surplus stock Artifielal Flowers, Vases, yu indew Pirtaren, 
municate with us. Deomhes a at- | Settings, Seenee, Velour peteur Coa 
tention given. Pufing, aot Flitters, | Valonees, cin bene 
KIRSCH-BLACHER CO., INC. ee 
624 Broadway New York Dav E’S DISPLAY DECORATIONS 
Ph Sprt 1443 118 West Broadway, New York 




















TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


SS pe ee ae 8 om, OP 
surplus stocks, us our 
(Batab. 40 years.) Cash transactions. 


Bxport Surplus Purchase Co., Inc. 
506 Broadway, New York, N. Y. 
Telephones anal 6874 and Canal 0655 

















POSTER @ DEUTSCH No. 1581—75c Per Pair 
— Ee Bet Sosa sagen Sample Assortment for Your Approval 
Cheerfully Submitted 





The National Buckle Co. 


Specialists in Shoe Ornamentation fer 


9 the Retail Store 
MERCHANTS’ NEEDS 17 WEST 17th ST., NEW YORK 































ott Ih 


Insure perfect 
—_ shelf service for 
oa any line of mer- 





chandise. Deep tread 
steps, properly spaced, 

with convenient full 
length handholds on both 
sides of ladder permit 
mounting or descending 
with ease. Both hands 
free to remove or 









2416 Neo. 10th Street replace stock without 
ST. LOUIS, MO. gangs es CR/ CF 





Be and Truck 

eliminate noise and prevent vibra- 

tion. Erection as simple as A, B,C. Utilize 

small space. Make top shelves safely avail- 

able for stock purposes. One style—neat of 

design—nicely finished—any height ceiling 
ousands in use. 


Circular on MVE! & BRO.coO. 
request. a a. y 














@PUMPS-WATER SYSTEMS-MAY TOOLS - DOOR NANGERS F 
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LABELS 


SHOE CARTONS 


made by 
| SEGALLE SONS 


983 ARCH ST. 
PHILADELPHIA, PA. 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


ee me 
FRANK C. MEYER Co. 

SCO wwe i ee ee 
203-271 LEXINCTON AVE , BRODKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 
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and shower. 







Telephone 
dLackawanna 1400 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


The highest-priced room at New 
York's new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 
A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 


NEW YORK’S NEW HOTEL 








RUBBER SHOES 




















GENERAL REPRESENTATION 


A _ well-established 
business in Czechoslovakia is seek- 
ing the complete general represen- 
tation of a reputable rubbershoe 
manufacturer and offer the surety 
of a full guarantee. 


ADDRESS REPLY TO CSR 122 


BOOT & SHOE RECORDER PUB. CO. 
239 W. 39th St. 


wholesale 


New York 














Oe | 














MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 

















rfected metal clip featured on 
tJ er and fabric bows, which eliminates 


our 
stapling and defacement of the 
It is quickly attached _ detached. 
We specialize in metal bows and 
buckles and expertly designed reptilian 
bows in all shades. 
Renown Leather Products, Inc. 
54 West 21st St. New York City 


sewing, 
shoe. 











Contrast More Smart Than 
Shoes Which Match 


(CONTINUED FROM PAGE 54) 


reptile assorted with the dress or ac- 
cessory colors. 

Pumps, one straps, ankle or saddle 
will be the forms for all day shoes for 
the next six months. For evening 
pumps will share honors with sandals, 
the more cut out the better, as sandals 
are rapidly approaching the Greek 
lines. 

Materials for shoes are shantungs, 
panamas, linens, crepe de chines, Last- 
ing satins, antelope, reptiles, all light 
colored kids, patents, antique brocades, 
lamés, and the many designs and colors 
of the hand woven tissues. The grand 
chic for evening is “Diamante,” the 
sparkling hand woven tissue, combined 
with silver kid. 

Summed up: We have the rainbow to 
choose from for our spring and sum- 
mer colors; rich royal purple, brick 
and geranium reds, orange and mus- 
tard tones, along with all shades of 
brown, blue, black and black and white. 

Shoes must bear a close relation to 
the ensemble, matchings are still in good 
taste, but less chic than contrasting, 
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TILTS ATANY ANGLE 


$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed te give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, 





















KEEPS WHITE SHOES 
WHITE 

In tubes ready: for use or in 
cake form 


LAING HARRAR & CHAMBERLIN 
43 N. 3rd St., Philadelphia 
SOLE AGENTS FOR THE UNITED STATES 











particularly for evening, when one is 
not only permitted, but expected to give 
way to extravagance in taste. 

Rather dark brown, hand sewed an- 
telope gloves, short elbow length, are 
being shown by Worth as the chic 
thing to wear with all color street suits. 
even black. For afternoon with pastel 
garden party ensembles there are 
gloves to match. The wearing of eve- 
ning gloves is now quite an established 
mode; black suede, rose-beige suede, 
and white being the colors most used. 

The openings are all over, we have 
sat through collection after collection, 
seen the same things repeated in a 
dozen, perhaps a hundred ways, en- 
thused over colors, resented certain 
lines, and ended by accepting the whole 
as “La Mode,” and admiring it as typi- 
cal of the year of grace: 1930, which 
let us be thankful is not 1830. 





Fred Fenner Now with Thomas 
F. Peirce & Son 


PROVIDENCE, R. I. (UTPS) — Fred 
Fenner, formerly manager of the Sul- 
livan Company here has, since the sale 
of that business, become associated with 
the sales force of the Thomas F. Peirce 
& Son store. 








MERCHANTS’ NEEDS 













. . 
L 
Price Tickets Semis 
Original Designs in Colors and Odd 
Shapes. 21 poate nothing but Tickets 


Largest Size 3 by 4 New Styles constantly 


B. STAUFFER °2y8 acer" 84- 




















POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the * a price 
Samples sent on reques 
HY-GRADE SLIPPER SUPPLY co. 
693 Broadway New York Oity 











Office Space Enlarged 
At E. T. Wright Plant 


—_— 


Factory Has Record of 53 Years 
Without a Let-up 


ROCKLAND, Mass.—Alterations just 
completed at the E. T. Wright & Co., 
factory in this city, have added con- 
siderable office floor space, sufficient to 
house sample, sales and executive of- 
fices. This follows an expansion pro- 
gram which, in recent years, has almost 
doubled the factory capacity, bringing 
it to a total of 2000 pairs per day. 

The E. T. Wright plant is almost 
unique in that it has run without a let- 
up for more than 53 years; has a stock 
department carrying 122 styles with a 
minimum value of $300,000 from size 1 
in boys to size 15 in men’s. 

Post office officials estimate that 43 
per cent of the parcels post shipments 
from the Rockland office originate in 
the Wright plant. 





Gain on Snakes 


PEasopy, Mass.—lIllustrative of the 
popularity of snake leathers is the rec- 
ord of the Essex Tanning Co. which 
shows that it made and delivered three 
times as many feet of snake calf leather 
during this February as it did during 
February of last year. The most 
wanted stock, on this February run, 
were the boa and the python grains. 







Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SuHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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Aext Week 


you will find 
in the 


Boot and Shoe 
Recorder 


yaar will sell up to Easter? How 
much business at retail in March 
and April? Questions uppermost in the 
minds of merchants everywhere rig‘it 
now. To ascertain the facts, Boor AND 
SHOE RECORDER is conducting a nation- 
wide survey. Next week’s issue pre- 
sents the opinions of outstanding re- 
tailers in many cities. Vitally impor- 
tant information that will help you 
chart your course for the weeks just 
ahead. 


AAA 


HE March 15th issue will be Re-buy 

Number. “To make money, it is 
necessary to buy back and buy over 
the same shoe repeatedly. There is a 
certain percentage of shoes in every 
store’s stock on which it is possible and 
practical to continuously re-buy.” So 
says a great shoe merchant of Wash- 
ington, D. C. We hope to show what 
and why and when and where and how 
and who—so EVERY SHOEMAN can 
go and do profitably likewise. Now is 
indeed the time for in-stock shoes to 
come to the aid of the merchant. 





Hidden beneath the surface, unseen to the eye, reposes seven-eighths 
of the strength and beauty of an iceberg — a firm foundation. 


The hidden strength of every shoe tip is the box toe. That character and 
distinction so essential in modern footwear is yours when you specify 


VULCO-UNIT BOX TOES 


BECKWITH MANUFACTURING COMPANY 
Largest manufacturers of Box Toes in the World 


Statler Building Boston, Mass. 
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